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Important Announcement 


To The Contestants in Boot and Shoe Recorder's 
Retail Sales Contest 


Boot and Shoe Recorder wishes to thank all those who 
entered the Retail Sales Contest. The response was grati- 


fying—a great many more entries were received than had 


been anticipated. 


Preliminary sorting of the entries has been coitagleed. 
They are now in the second phase of judging, and it is 
expected that final judgment will be completed by 
June Ist. Due to the heavy return, final results will not 


be available before that date. 


Boot and Shoe Recorder was very favorably impressed 
with the interest shown in the contest, and begs the indul- 


gence of the contestants until the final decision can 


be made. 


BOOT And 8S H OE 
RECORDER 


A CHILTON © PUBLICATION 
239 West 39TH Street, New York, N. Y. 
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CtCE OF THE hade 


S6WMADE in Germany” must be 
printed on all articles coming out 
of Austria after June 14—and 
thereby hangs a tale. 








A traveling salesman who has 
enjoyed good business in the 
United States on hand-made ski 
boots, manufactured high in the 
Austrian mountains, came to town 
to take orders for next Winter’s de- 
livery. A year ago he sold, in a 
period of ten days, some thousands 
of pairs of these specialties. In a 
corresponding ten-day period this 
year, not one pair of shoes was 
ordered, not a single size. 

That’s what a political change 
can do. 

A dozen samples were withdrawn 
from the Shoe Fashion Guild show 
because the embroidered uppers, 
rare artistic handicraft, were im- 
ported from Vienna. Hundreds of 
workers are going to have idle 
hands in the Winter to come in 
Austria because of the diabolical 
deed of a dictator. 

These examples will no doubt be 
multiplied a hundred-fold because 
out of Austria have come woven 
things, raffia specialties in footwear 


and the like, representing work, 
wages and wealth. If the markets 
of the world have been cut off, can 
a people live “taking in their own 
washing?” What a_ terrifying 
thing! 

There are tricks in all trades—a 
form of evasion by having gloves, 
for instance, sent to Belgium 90 per 
cent manufactured, leaving only the 
finger tips to be closed, to entitle 
them to the label—‘‘Made in Bel- 
gium.” Not so easy: with shoes, how- 
ever, to evade and avoid the mark 
of the swastika. 


The Jap is not above finding 
new tricks for trade. In the House 
of Commons, a member charged 
Japanese exporters with sharp prac- 
tices, saying: “In order to circum- 
vent the quota restriction on im- 
ports of cotton piece goods into the 
Malay States, they were sending 
in cotton shirts with tails several 
yards long so that although the 
shirts are designed as one garment, 
the tails can be cut off and used as 
piece goods.” 

A year.ago many of the promo- 
tions of Winter wear were built 
around Austrian peasant themes 
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and their famous Winter resorts. 
That, too, is out if it all must be 
called Germany. Other promotions 
are also handicapped by political 
ideology — though Spain, Russia, 
Italy and even France are subject 
to the soft pedal of silence. What 
then can be used as a handle to 
romance merchandise? Franklin- 
Simon on Fifth Avenue go Scandi- 
navian in a big way, showing the 
peasant dresses, costumes, clothes, 
jewelry, etc., of the far European 
North. The public affection for the 
Scandinavian theme song increases. 

All in all, we somehow seem to 
be in the position of trying to avoid 
saying: “Made in America” or 
“Inspired in America” or “Inspired 
by the Yellowstone, Niagara, Mis- 
sissippi or Hudson.” Our rocks 
and rills are presumably too com- 
monplace to hang a promotion up- 
on. The time is fast approaching 
when we will suddenly awaken to 
the fact that we have something in 
America to proudly label as pro- 
motional theme songs. 


* * * 


THEY GOTTA LAST FER 
YEARS _An’ YEA’ 


a 
- 
~ 





SECRETARY OF LABOR Frances 


Perkins says: 






























































“We always take statistics with a 
grain of salt in our family. My 
great grandfather, who lived to be 
104, was an eccentric old fellow 
and at the age of 99 had a great 
argument with the town bootmaker 
as to how a pair of shoes was to be 
made. 

“ ‘Look here, Mr. Perkins,’ said 
the shoemaker, finally becoming im- 
patient, ‘why do you make such a 
fuss about a pair of shoes? You 
are 99. Do you think you'll ever 
live to wear them out?’ My great 
grandfather looked at him severely. 
‘My man,’ he said, ‘don’t you know 
very few people ever die after the 
age of 99? Statistics prove it!’ ”— 
Milwaukee Journal. 


NATHAN HACK, shoe scholar of 
Detroit, writes: 

“Greek mythology relates of an 
unnamed sandal maker who keenly 
observed a famous Grecian artist 
paint the sandals upon the heroic 
figure of a noted warrior; humbly 
and apologetically the poor sandal 
maker called the attention of the 
great master to an error in painting 
the sandal straps of his subject. The 
painter graciously thanked the shoe- 
maker for his observation, which 








he attributed to his skill as a fin- 
ished artist in his own field of 
endeavor. The praise received at 
the hands of this noted artist en- 
couraged the humble shoemaker to 
offer further uncalled for criticism 
involving the fine technical points 
of the painting. This quickly 
aroused the ire of the temperamen- 
tal artist who shouted, ‘When you 
offered criticism pertaining to your 
own trade which you master so 
well, I gratefully accepted it with 
a smile, but when you criticize my 
life’s work, my art, I resent it; and 
I advise you, Shoemaker, stick to 
your last.’ 

“But the tables have since turned. 

“My eyes were attracted by the 
picture of a beautiful barefooted 





OH YOU BERGEN! 








—Up in a little Northwest town a 
church service schedule was 
changed so that the congregation 
could listen to Charlie McCarthy— 

—The Minister reported that he 
couldn't get the young people to 
attend evening service otherwise. 

—Next we'll be hearing that the Pres- 
ident's fireside chat has been post- 
a so that the Nation can 
isten.in on Amos 'n' Andy. 

—Some folks think that the world 
has gone nuts. 

—That's a mild term for it, in my 
opinion. 


Zot 6 Tee 


President 





maiden adorning a page of a maga- 
zine of recent date. Instinctively, my 
curiosity became aroused to the 
pedal extremities which were re- 
sponsible for her being selected a 
winner. The young lady in ques- 
tion took first prize at a sensational 
‘Face and Feet Contest’ staged re- 
cently at a night club. 

“From other press reports we 
have learned that this dancer, 
called the perfect cabaret enter- 
tainer, was selected by artists as 
possessing a perfect face, figure 
and feet. Now, we will not dispute 
her claim to beauty with which she 
is richly endowed; but as to her 
pedal extremities, well, ‘that’s a 
story of another horse.’ 

“Both her feet, according to your 
observer, indicate a slight degree of 
Hallax Valgus (bunions to you). 
The fifth phalange on her right 
foot has crowded her fourth 
phalange into an upward position. 
The right foot also indicates a 
definite condition of metatarsalgia, 
evidently caused by extremely high 
heels and a restricted toe area 
which interfere with proper loco- 
motion. There are several other 
defective indications, such as ‘pes 
cavus,’ but we cannot state definite- 
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ly since the photograph was taken 
with the subject in a sitting posi- 
tion. 

“We are not aiming to avenge the 
shoemaker of old who was so wise- 
ly advised by his superior critic, 
the artist, to stick to his last. We 
thoroughly believe in ‘constructive 
criticism.’ But, we do advise the 
artist to stick to his brush and can- 
vas while we shoemakers will ‘stick 
to our feet’ to the last.” 

* * * 


JULIAN HATTON, president of 
the Eagle-Ottawa Leather Company 
in Grand Haven, Mich., has a grand 
feeling when he reports— “The 
past four months have shown a nice 
gain over a year ago in our export 
division—March alone being up 
20 per cent.” 

Raymond Wolf, head of the 
Eagle-Ottawa export division, is a 
fast traveler. He returned last 
month from a swing around and 
through 21 Central American coun- 
tries covered 13,000 miles by air in 
45 days and gathered up orders in 
each. To do that you must know . 
your languages! And Raymond, 


youthful 29, speaks well in Spanish, 
Portuguese, 
Italian. 


New 


French and 








After flying from Chicago to 
Mexico, into Guatemala and Pana- 
ma, the Pan-American clipper ships 
winged him on down to South 
America’s northwest countries and 
back via the West Indies to Miami. 
An interesting chap, who knows 
leather and languages and already 
doing his bit to make America’s 
Eagle-Ottawa have a larger share 
in our expanding overseas trade! 

* * * 


ANDREW VAMOS, son and part- 
ner of Alfred Vamos, the well- 
known stylist and “Lastex” special- 
ist, sailed for Europe on the 
Queen Mary, for a two months’ 
trip to the principal shoe centers of 
that continent. Mr. Vamos will call 
on leading manufacturers and de- 
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signers in France, England, Italy, 
Austria and Switzerland, in order 
to make a comprehensive survey of 
the shoe style situation from the 
European viewpoint. He also ex- 
pects to discuss plans with some 
interested European manufacturers 
for the production of “Lastex” 
leather, his father’s invention, on 
the other side of the Atlantic. 


+ * * 


AT’S tulip time in Holland, Mich., 
May 16 marking the official open- 
ing of a week’s Carnival. They 
scrub the town, streets and all, and 
to make it really picturesque, the 
citizens don their Holland Dutch 
garb right down to wooden sabots. 
Why do any scrubbing? It’s sym- 
bolical of cleanliness! Driving 
through one cannot escape the visi- 
ble evidences that it’s one of the 
neatest, cleanest, homiest of our 
hundreds of real American cities! 
These towns, their fine folks, are the 
real America. 

In shoes, Holland is not without 
its fame. Stopping to inquire of a 
small boy of ten, who was pushing 
a baby cart containing one small 
sister, how to find the Holland Shoe 
factory, the youngster’s eyes re- 
flected his native loyalty when he 
said: “My father works in that fac- 
tory. You go four blocks that way 
and then you see a tall chimney and 
that’s it.” 

Dick Esten, manager of the Hol- 
land Shoe Company, with a cordial 
smile, said: “Doing well, although 
the demand for better grades seems 
to be off a bit.” 

But remember, it’s worth a side 
trip to Holland in Spring and blos- 
som time, for it is the center of 
cherry, peach and apple trees. 


* * it 


LOANS to retailers for modern- 
ization, repairs and other purposes 
have been made possible through 
broadened RFC powers and through 
reenactment of the Federal Housing 
Administration law. Under the 
new lending powers conferred upon 
RFC, the agency is in a position 
to extend short-term credit for re- 
payment within five years or less; 
and for capital expenditures a 
longer repayment plan is author- 
ized depending upon tbe nature of 


the requested loan. Interest rates 
are fixed from time to time by the 
Corporation and are generally ex- 
pected to be around five per cent. 

While the amended RFC Act pro- 
vides that loans be made for main- 
taining and promoting the eco- 
nomic stability of the country or 
encouraging the employment of 
labor, the agency expects to make 
loans for these purposes: (1) 
Loans for labor and materials; 
(2) Replacement of obsolete or 
worn out machinery or for new ad- 
ditional machinery if such pur- 
chases are deemed to be warranted ; 
(3) New enterprises and for the 
expansion of existing businesses; 
(4) Construction work if sufficient 
funds are available to complete the 
project and to insure continuous 
operation; and (5) To pay existing 
indebtedness and taxes providing 
the principal amount of the loan 
will not be used for those purposes. 


* * * 
THE lace should fit the eyelet or 
hook, and the hook or eyelet should 


be securely and smoothly fastened 


| ig } 
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into the shoe. The information, 
elementary but sometimes forgotten, 
is found in the specifications for a 
new lot of lace boots for mounted 
men, which the U. S. Quartermas- 
ter is buying. 

Each pair of laces, of the round 
cord style, shall be of a mahogany 
color to match the leather. The 
elasticity of the lace shall be not 
greater than 12 per cent. An excess 
of stretch, it may be observed, 
loosens the lace as the shoe is worn. 
The breaking strength of the lace 
shall be not less than 100 pounds. 

The braid of the lace must be 
treated with a solution to make it 
waterproof. That’s so it won't 
shrink, also so that it won’t get tied 
into a hard knot when wet. The 
braid must be of Sea Island cotton, 
a top grade of long fiber, and the 
braid must be mercerized and 
gassed. 

The completed lace must be 90 
inches in length and have an aver- 
age thickness of from .075 to .085 
inches. 

These are the key points in the 
government specifications. 


“If | don't get the squeak out of these shoes, we'll have all the cats in town.” 








Red, white and blue is the color scheme of this charming ensem- 
ble as Ann Miller wears it in Columbia’s Frank Capra produc- 
tion of “You Can’t Take It With You.” The hat is lined in red, 
and the sandals are blue draped kid from Ferncraft. 


SUMMER TIME 
Is SHOE TIME 


In HOLLYWOOD 
Or Anywhere Else 


EEVERY woman in the Summer time strives for that 
crisp fresh appearance that is Summer smartness. Sum- 
mer is the most difficult time of the year for any woman 
to look her best, for Summer sun and winds and water 
are merciless. 

Summer time is not high fashion time. In Winter, 
fashion demands a certain conventional smartness in 
materials and styles. But in Summer, fabrics, colors 
and trimmings are all more or less informal. At this 
season a woman wants comfort and a well-groomed 
appearance more than chic. Naturally, she chooses 
accessories which will harmonize with and accent her 
costume and will also give the greatest degree of comfort 
and coolness. 

Summer is the one season of the year when one can 
go beserk and be truly feminine. It is the season for 
chiffons, large hats and many, many shoes of many 
colors, designs, patterns and types. It is the one time 
when the shoe is the most important accessory for one’s 
well being and comfort. 

This season presents a marvelous opportunity to sell 
many pairs of shoes to a single costume. This Summer. 
astute shoe fitters can sell over a broader field than ever 
before. Any smart, well-informed shoe man can suc- 
cessfully present from two to five extra pairs of shoes by 
knowing what the proper addition of the right acces- 
sories will do to the specific outfit of one of his clientéle. 

The purpose of this interview is to cite definite in- 
stances of what can be accomplished by retailers in 
selling many extra pairs of Summer shoes. Columbia 
Pictures Studio has cooperated with Boot AND SHOE 
RECORDER in furnishing exclusive pictures of their fea- 
tured and contract players to illustrate current Summer 
trends. 

To start with beach apparel: This is generally chosen 
to give the greatest amount of comfort and to make the 
wearer stand out from her sisters. 

Gloria Blondell, Columbia contract player, is shown 
with a typical brief, bright bathing suit, designed for 
comfort and high fashion. To wear on the sand she 


Cork stilts, still one of the most 
striking styles of the season, shown 
here with yellow linen uppers to 
match the bright yellow sunflowers 
of Gloria Blondell’s (Columbia con- 
tract player) turquoise blue and 
brown bathing suit. (Beachcraft 
Sandal Co., N. Y.) 





An interview by Harry R. Terhune with. Jean Pette- 
bone, Fashion Editor for Columbia Pictures, Holly- 
wood. Screen stars build their wardrobes around a 
few Summer costumes and many types of shoes to 
wear with each. A clever retail salesman can sell 
many extra pairs of shoes at this season by showing 
the customer how to adapt her basic costume to dif- 
ferent uses by having the right shoe for each occasion. 


Shoes adapted to active sport, or just loafing in 
the sun, in a smart combination of beige linen and 
luggage tan leather, worn with a light green sport 
dress by Ann Doran appearing in Columbia's 
“State Patrol.” 


chooses cork sandals built to raise her feet out 
of the sand and make walking easier. Uppers 
of these cork-soled affairs come mostly in hop- 
sacking or rough burlap in pastel colors. These 
go so perfectly with the current vogues in 
slacks and shorts that the girls are buying sev- 
eral pairs to wear with different outfits. Linens, 
multicolored raffias, and multicolored strings 
are very good, too, in cork-soled types. 

Beach games are most popular along the 
coast, especially the new game of beach croquet. 
These call for the flat-heeled types of which 
there are a great many new sparkling versions 
ranging from the thin flexible, cork-soled bootee 
with its material of the same cloth as the bath- 
ing suits, to the many woven leathers or fabrics, 
all with open toes and backs. 

These shoes contrast with the beach apparel 
and are as colorful and full of zest as the pair 
worn by Rita Hayworth, Columbia player. She 
wore a multicolored wedge heel shoe with a 
padded sole, and a distinctive Mexican hat and 
shawl as her beach outfit. Shoes of this type 
with their broad ball measurements, broad shank 
and heel seat, are found to be most practical 
for sand and play wear. Colorful sport shoes 
are fairly inexpensive, so many pairs are gen- 
erally bought at one sitting. 

[TURN TO PAGE 36, PLEASE | 


Joan Perry (appearing in Colum- 
bia’s “Start Cheering’) goes West- 
ern in this costume of yellow and 
orange with amusing desert scenes 
embroidered on the wide belt. The 
woven shoes show the adaptability 
of this popular Mezican. idea. 





WINDOW displays are a vitally 
important factor in any  well- 
rounded sales promotion program, 
and particularly so in Summer, 
when people are planning vaca- 
tions, week-ends and longer jour- 
aeys for which they need new shoes 
as well as new apparel. Realizing 
that they need these things, the 
public at this time of year is par- 
ticularly susceptible to suggestions 
made through merchandise dis- 
plays, and it is quite essential, not 
only to show the best you have in 
Summer merchandise, but to show 
it in windows that are interesting, 
attractive, and filled with the 
atmosphere of Summer outdoor 
life, vacation and travel. 

At Geuting’s in Philadelphia will 
be found some of the best examples 
of good shoe display in the country, 
and this store did an outstanding 
job last year in displaying Summer 
footwear. Situated on Chestnut 
Street, in the heart of the shopping 
district, Gueting’s gets a splendid 
daily flow of traffic past its store 
and every effort is made to capital- 
ize on this with frequently changed 
windows telling a real merchandis- 
ing story. To do this, they main- 
tain a regular workroom in connec- 
tion with their display department, 
and everything for interior as well 
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Golf and Summer sports provided 

the background theme for men’s 

sport shoe window used at Geut- 

ing’s last Summer and reproduced 
‘ at the left. 


age shoe store, yet the fundamental 
elements of the plan can be profit- 
ably applied by anyone with a show 
window and some ingenuity and 
skill in making that window tell a 
selling and merchandising story for 
the store. In showing shoes accord- 
ing to season, Geuting’s take great 
pains to dramatize the shoes by 
suggesting something in addition to 
the merchandise itself—where it 
can be worn, for instance, why it 
suits a particular need, or what it 
has to offer in addition to its in- 
trinsic value. 


Men’s shoes for various Summer occasions with a background that 
suggests use of the shoes. 


as window display is built right in 
this workroom. Regular seasonal, 
promotional and _ institutional 
themes are worked out constantly 
by the store, and when these themes 
are ready to be told in a window 
story, the “background scenery” for 
the story is made to specifications in 
the display workroom. 

This gives them more flexibility 
and scope, perhaps, than the aver- 


With Summer just ahead, a study 
of how some of these ideas were 
developed to sell more Summer 
shoes at Geuting’s may prove help- 
ful, and suggest to other merchants 
how similar methods can be applied 
and adapted to suit individual store 
needs. Last year Geuting’s told a 
Summer story on their Shoor-Treds 
by framing a few shoes in a re- 
cessed display device to give the 
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“A Comforting Picture of Health 

and Beauty” was the subtitle of 

this attractive white shoe window 
at Geuting’s in Philadelphia. 


appearance of a picture. Base re- 
lief in copper suggesting an out- 
door scene was used as background 
for the shoes, and the caption over 
the picture read, “A Comforting 
Picture of Health and Beauty.” 
Men’s shoes for Summer were dis- 


played in the foreground of an- — 


other window, and against the back- 
ground wall were a series of raised 
spot designs which pictured figures 
of men on the beach (suggesting 
shoes for shore wear), a farm scene 
(shoes for country wear), two men 
on a bench in a city park (suggest- 


TELL A SUMMER STORY . 


Retailers, Large or Small, Can 
Get Practical Promotional Ideas 
from the Methods Employed in 
Designing These Attractive Sum- 
mer Shoe Windows—How Geut- 
ing’s Plans and Builds Its Own 


Slater, New York, designed this display which was used last Sum- 
mer with excellent results to show coolness and comfort in warm 


weather shoes. 


ing shoes for town wear) and a 
section of golf greens (suggesting 
shoes for sports). A simpler meth- 
od using this same idea showed 
background material depicting 
three male figures, dressed for busi- 
ness, in resort wear, and in country 
clothes. Over this ran the caption, 
“Geuting Shoes for Every Summer 
Occasion,” and a selection of men’s 
shoes for various Summer occasions 


and activities were grouped on 
varying levels in the foreground. 
One of the most effective display 
stunts of last Summer at this store 
was a_ black-and-white window, 
which was so unusual it proved a 
real traffic-stopper. White shoes 
were shown against an_all-solid 
black background, so dense it gave 
the impression of a stage black-out 
with just the spotlighted objects 


Displays to Tie in with Ads 


showing. Against this, the white 
shoes stood out in startling relief, 
as did the three tennis racquets, and 
three golf sticks and balls which 
were painted white and made into 
a design at one end of the window. 
At the other end a white outlined 
figure of a speeding messenger boy 
was depicted, and a black telegram 
with white ink, which told the sell- 
ing story for white shoes. 

Ads are used frequently to tie-in 
with the windows and tell a related 
fashion or ‘merchandising story. 
This Spring, Geuting’s ran an ad 
under the caption “Spring Sprouts” 
which showed a flower symbol for 
each advertised shoe. Orchids told 
the “expensive” shoe story, corn- 
flowers suggested the inexpensive- 

[TURN TO PAGE 38, PLEASE] 





BE CAREFUL 
HOW YOU SIZE 


Chart No. 1 is a Slater sport shoe with a 12/8 heel. This 
represents how a sales chart might look after an active 
selling period. Any of these charts, to be of any real value 
to a buyer, must be compiled immediately after the normal 
selling season is over and before any sales pressure has 
been brought to bear. After a model has been placed on 
sale, it is obvious that only the sizes that are left can be 
sold; therefore, a true picture of the size activity which 
can be expected of this shoe is taken over the entire length 
of time that the shoe is in the house. 


ANY buyer who wants to be important in the fashion 
field must know far more about sizes than about styles. 
The easiest part of a buyer’s job is the picking out of 
the right fashions. The hardest part is the picking out 
of the right sizes. 

This is not as cockeyed as it sounds, for if it were 
not true, any smart girl with a good fashion sense could 
hold down the most important shoe buying job in the 
country. 

It is one thing to have plenty of good salable pat- 
terns in the right colors, but it is far more important 
to have plenty of these shoes in good salable sizes. The 
good size picker is a much rarer bird than the good style 
picker. It is common shoe knowledge that more sales 
are lost from lack of sizes than from lack of patterns 
or colors. 

Plenty of buyers are continually ‘eailiiias of the 
constant shift of fashions, yet few are aware of the con- 
stant shift in the most. popular sizes of the various types 
of shoes. There is no standard or set size run. Even 
the same fitting last will sell in greatly different size 
runs in different types of stores, and in the same type 
of store in different localities. We have the latter prob- 
lem to contend with, right in our own organization. 

This means that with no pattern to follow, each 
buyer must work out the answers in his own particular 
case. The first step in this all-important part of suc- 
cessful shoe retailing is to keep a record of all sizes 
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"EM UP* 


Suyte ia Most Important in Shoe Merchan- 
dising, but a Study of the Size Problems 
of Your Store is Even More Essential. It 
Takes a Buyer with More Than Just a Keen, 
Analytical Mind to be Able to Pick Them 
Right Ecery Time. Here are Some Pointers 
by Wendell H. McCracken, Shoe Merchan- 
diser, Wetherby-Kayser Shoe Co. 


sold, so as to get a practical, workable yardstick upon 
which one can depend. When such a yardstick is ob- 
tained as a result of checking, it must be constantly 
rechecked and rectified from season to season because 
of the certain change in foot sizes, in last fittings, and 
in the way people require shoes to be fitted. An organi- 
zation that is constantly endeavoring to improve the 
fitting service to its patrons, will find that the peak 
of best-selling sizes on the sales chart is also changing. 

New lasts which fit decidedly better require a dif- 
ferent size schedule from that required by the lasts they 
supplant. The seasonal change from high heels in the 
Fall and Winter months to low heels in the Spring 
and* Summer, together with the great number of active 
sports shoes sold all have a bearing on the size prob- 
lem. The continued wearing of these new broad tread, 
broad shank and heel seat shoes for this Summer will 
have a decided influence in changing the Worhetting 
sizes as compared with last Fall’s charts. 

Sifted down, the money that will be made or lost in 
any shoe operation by a buyer or merchandise man 
will be in propertion to his ability in buying quan- 
tities and’ sizes that the business will profitably absorb. 


THIS size charting is not the least bit difficult or in- 
volved in any store, if a buyer will only take the time 
and trouble to analyze his stock thoroughly, and to 
divide the stock then into certain natural selling di- 
visions. All of us buy certain lasts from certain manu- 
facturers. Say last Fall we bought six shoes on the 
Laird Schober “Plaza” last—then the first step is to 
take a composite size chart of all shoes bought on those 
lasts and compare it with those sizes left on hand. This 
is a good buying guide for next Fall when that same 
last comes up for consideration. 





BOOT anp SHOE RECORDER, May 14, 1938 


Those who know Wendell McCracken regard 
him as a student of fashions. He is one of those 
people who observe the motto, “Early to bed, 
early to rise, and you'll miss seeing all the regular 
guys,” whenever he’s on the track of some fashion 
information. Evidently he stays up late some 


nights working out his size charts, too. 


There is no shifting of responsibility when such a 
chart is before one. Suppose it is found that at the end 
of each season certain sizes are completely sold out, 
while other sizes have 25 to 50 pairs left over. Ob- 
viously, the thing to dois to strengthen the sold sizes 
greatly and to decrease the sizes left, providing con- 
ditions remain practically the same the next year. 


IT is necessary to have a complete breakdown in each 
of the established price ranges in heel heights, patterns 
and lasts. On the other hand, the more similar shoes 
which can be grouped together, the more comprehensive 
will be the buying chart. Lasts must be broken down, 
as some run long, others short; but all lasts that fit 
alike in similar price fields should be considered to- 
gether. 

There is no practical method of buying according 
to Schedule A, B or C. Every pattern is bought ac- 
cording to individual requirements as to sizes, and with 
an ever alert weather eye on what is on hand in the 
way of sizes. 

One major fallacy is to buy, for instance, a highly 
colored shoe in just the “heart” sizes, in order to play 
safe on a small order of 24 pairs. Just a little research 
will show a buyer that high colored so-called fast shoes 
sell much more freely in the large sizes than they do 
in the middle or small parts of the size chart. The style 
picker who tries to play safe on high fashion shoes by 
sticking to the alleged best selling general run of sizes 
will find himself stuck, since women do not buy accord- 


- 


WENDELL H. McCRACKEN 


Chart No. 2 (left) is a Laird Schober tie on the 
Plaza last. This carries a 19/8 heel and is a dis- 
tinctly high fashion shoe. Note the number of 
large sizes that were sold this Spring. Size 5% is 
supposed to be a good selling size, yet there were 
more pairs of size 9’s purchased than there were 
5%’s. This shoe retails at $14.75. The chart rep- 
resents the activities of three stock numbers on 
the same last, heel height and retail price. 
¢ 


ing to type. The generous-sized woman with a large 
foot will many times be a good customer for large, 
flowery patterns. 

Right now we are having a promotion built around 
a mesh shoe which we call the “Whirlwind Mesh.” Any 
girl could visualize the dozens of color combinations, 
heels and patterns that will sell successfully in this 
shoe. What sizes will sell is something else again. 

As shoe retailing is now set up, nobody can hope to 
show a steady increase in volume of pairage by sticking 
to the safe, sane and sure things. The only way to 
figure the shoe business is to sell something that is an 
extra pair, something which just replaces an item from 
stock is nd gain. It would be much better to sell what 
is already on the shelves. Today a buyer must bring 
out something new that will create an extra sale and 
not kill the stock that is now in the house or is con- 
tracted for. 

When buying any shoe, one must visualize the place 
of that shoe in the stock. Often beautiful shoes are 
passed up, for a shoe must have more than beauty to 
have a definite place in one’s buying budget, else there 
is no chance of making any money on it. 

There is another angle to shoe buying—after one has 
bought a shoe, the work has only started. That shoe 
must be sold to the other store executives, to the ad- 
vertising head and to the salespeople. All these people 
must be taught what the shoe is for, with what gar- 
ments it should be worn and why it was bought. 

The only time when a buyer’s work is really com- 
pleted is when the last pair of a lot has been sold at 
a profit to a satisfied patron. 





Study Your Customer for 


SUCCESSFUL 
SHOE 
FITTING 


High-Pressure Methods Have Been Replaced 
by Salesman’s Ability to Psycho-Analyze His 
Customers. Customer Satisfaction and Good Will 
Depend Largely on His Accurate Judging of 
Her Wants and Competent Fitting of Her Foot. 





Improper method of introducing the shoe.to the 
customer. She should be seated, not standing. 


HE high-pressure sales methods are a thing of the 
past, except, perhaps, in the lower-price style shops 
where volume and quick sales are the first prerequisites. 
Shoe fitting standards today have risen to a point 
wherein care and efficiency, and above all, the sales- 
man’s personal interest in the customer’s shoe and foot 
welfare are essential. Hence, when we speak of modern 
shoe fitting we regard it as a scientific procedure de- 
manding, as in any science, be it chemistry, archaeol- 
ogy or medicine, the utmost in accuracy, conscientious- 
ness, and a personal devotion to one’s work. 

The object of any science is to improve on what has 
previously been accomplished in its field. The object 
of the science of shoe fitting is, as the title of this series 
designates, to sell more shoes and satisfy customers. 
Definitely, you can’t sell correctly unless you satisfy. 
There is no straighter road to this goal than the proper 
technique of shoe fitting. 
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Improper way of measuring the foot for size, 
with the customer seated. The true foot size is 
not obtained. 


by WILLIAM A. BOSSI 


The customer has entered your store. She is given 
your customary friendly welcome. As much as pos- 
sible, the salesman must apply the attitude of a genial 
host—never make a rigid mechanical approach. Per- 
sonality—yourself—must be sold with the product. 
First impressions are important in winning over the 
confidence of the customer. Thus the sale actually be- 
gins before she has been shown any shoe. 

She is escorted to a seat. Arriving there she some- 
times will nervously remain standing instead of being 
seated. It is a common error to allow her to stand 
while she is describing to you the shoe she wants. And 
it is even a greater error to show her any shoe while 
she is standing. (Of course, if she insists upon stand- 
ing there is little that can be done about it. That is 
where the salesman’s diplomacy is valuable.) How- 
ever, the proper and efficient method is to seat the cus- 
tomer and then proceed to remove the shoe from the 
foot. 


THE majority of customers have a definite, or at 
least a general idea as to the shoes they have in mind to 
purchase. It is after they are seated and while the shoe 
is being removed that they usually make their request 
or go into an explanation of the shoe they want. The 
salesman at this time should remain quiet and most 
attentive, looking directly at the customer and absorb- 
ing her every spoken word. The customer then realizes 
that each minute detail of her description is being 
digested. She begins to sense that this salesman is 
anxious to know exactly what she wants, and greater 
confidence in him is quickly established. 

Equally important in this early phase is the sales- 
man’s opportunity to “psycho-analyze” his customer. 





BOOT anv SHOE RECORDER, May 14, 1938 


Eighth Article in Series 
Satisty 


lf he, in these few seconds, will study the type of in- 
dividual he is going to deal with, he will save himself 
much trouble with the “trial and error” method of pleas- 
ing his customer’s tastes, and, we might add, her dis- 
position. Oh, yes, the psychological side is vitally im- 
portant to selling and satisfying. Most prominent aids 
in this “psycho-analysis” are her age, attire, weight, 
her manner of speech, and above all, what she says. 














Proper way of measuring the foot for size, with 
the customer standing and weight on her foot. 


She might mention something relevant to the last shoe 
she bought in your store or elsewhere, or her antipathy 
to bunions, or the “deathly high heels the young 
girls wear today.” From these things try to gather a 
general impression of your customer’s mind, and then 
apply it to your fitting and selling. Through it you 
have a better chance of satisfying her wants, and your 
sale will be more certain. Salesmen unconsciously 
“psycho-analyze.” To better understand their problem, 
they should do it consciously. 

The foot-measuring process comes next. There are 
innumerable measuring devices being used today: the 
X-Ray, the Brannock system, the Hackometer, Orth- 
ometer, various types of the common fitting rule, etc. 
But whatever type or system is used, one law should 
be observed: the foot-size should be ascertained with 
the customer standing, not sitting. Although this has 
been said before time and again, many shoe fitters 
nevertheless continue to obtain the foot-size with the 
customer seated. Is it laziness, negligence, ignorance, 
or what? Surely, it does not stamp the shoe fitter as 
competent. If these individuals would only realize that 
some feet are capable of stretching 3 and 4 sizes on 
weight-bearing, perhaps they would discontinue using 
this incorrect method. 


[25] 


*“*How to Sell Shoes and 


Customers.°° 


Most customers, particularly women, are interested 


.in knowing their foot and shoe sizes. This should not 


be concealed or misrepresented to them. That “trade- 
trick” has become passé in better stores. Women are 
not so sensitive about large feet as they were years ago. 
It is common knowledge that the feet of women have 
become larger, and they accept it as a matter of fact. 
In instances where the customer is sensitive about her 
large foot, it is taboo for the salesman to remark that 
she has an “extraordinary” size. In fact, nothing about 
her feet should be unusual. In those cases they are 
aware of it themselves, but they do not want to be re- 
minded of it. Diplomacy is as much a part of the 
salesman’s equipment as the fitting rule. 


NEXT comes the selection of the shoe. One shoe at a 
time, and never more than two, should be presented 
to the customer. Many shoes cluttered on the seat and 
floor around the customer not only confuse her, but 
are distasteful evidence that she is not being satisfied. 

Again, when a shoe is presented to the customer it 
should be done so gracefully, not gripped like a war- 
club. Even the clumiest of shoes is given an air of 
charm when it is introduced to the customer as if it 
were some delicate work of art.. Women, remember, are 
the aesthetic sex, and they have a natural leaning to- 
ward the artistic. 

The fitting begins, and with it a mild sales talk 
relevant to the qualities and properties of the shoe. The 
sales ‘talk should not be “pressure,” but explanatory 
and descriptive, yet convincing. Her first-received im- 
pression that you are giving a friendly service must 

[TURN TO PAGE 38, PLEASE] 





The customer walks to get the “feel” of the shoe. 
The salesman should attentively observe. 
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THE SaAor’s OUTLOOK, os 


The Terrible Magie 


THE question was put to voters in all sections of the 
country: “Are you better off today than you were a 
year ago?” and the most amazing answers have. been 
recorded. Sixty-four out of every hundred persons re- 
plied that they were not better off, but the astounding 
part is that thirty-six replied that they were. 

I wish we could put the same question to the mer- 
chants throughout the United States. I have said it 
before and say it again—“The public is not in a bad 
way when it comes to the purchase of consumer goods, 
particularly shoes.” 

The manufacturer and the merchant, however, have 
too much imagination for their own good. They re- 
member the depression of 1933 and repeat the prac- 
tices of tightening up—that they learned so short a 
time ago. The manufacturer and the merchant know 
how to retreat better than they know what to do to 
advance. If we all don’t watch out, we’re going to dig 
a hole that will need dynamite to get the “scared- 
critter” out into the sun again. 

What is it, the history book says of the man in the 
French Revolution who was asked by his grandchild: 
“what did you do in the revolution?” Grandpére 
replied: “I survived!” It is that policy of safeguarding 
for survival that is digging a deeper and quicker hole 
than ever before. If we don’t watch out, there will 
be trouble. 

Certainly the public didn’t ask for clearance sales 
two weeks following Easter and yet, wherever you 
go, you see the old sale sign betraying a lack of store 
confidence at a time when the public is at least needing 
and buying consumer goods, including shoes. When 
regular goods are sold irregularly everywhere—nobody 
profits. 

What is the terrible magic of the word “Sale”? A 
group of stores in New York have had the sale signs 
on their window for over a year. When remonstrated 
with, the owner of the business said: “Give me another 
word of four letters that is as powerful and I will give 
you a thousand dollars.” The merchant has the artful 
little habit of putting a ten-inch circle at the edge of 
the window saying: “Sale on Hosiery 49¢”—even 
though the rest of his goods are at regular prices. That 
little sign is effective enough to bring customers into 
the store and the salesmanship within is expected to 
sell regular shoes at regular prices in a regular way. 


of the Word “Sale” 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


He took the sign out of the window and in four days 
his business had dropped 20 per cent—all because of 
a word—BUT WHAT A WORD. So back into the 
window went the sale sign and to give it added author- 
ity, a section of Summer shoes was sliced. - 

Cooperation is a pretty word, but it’s such a long 
and impossible thing to do when one hand is stretched 
out in the shake of friendship and the other conceals 
a dagger. The phase of warfare in windows and ad- 
vertising is not a pleasant thing to contemplate, par- 
ticularly in the peak of a season. We hope we have 
been brutal enough in our picturing this thing to make 
merchants in cities and towns grab the telephone and 
call up one another for the purpose of holding a meet- 
ing and straightening out their selling practices, for 
if it goes on, there will be no grandpéres in the far 
distance business future to tell the inquiring youth: 
“T survived.” 


“United we stand, divided we fall” and cer- 
tainly in a unified commodity like shoes there can 
be some unification of selling practice in the 
height of a season with a public that is at least 
partly better off than it was a year ago; and 
mighty few so poorly off that they cannot buy the 
greatest value in the world—a pair of shoes. 


And if the stumbling-block to such cooperation is 
the department store in town, just tell them this story 
from Frank M. Baker, shoe buyer at the Broadway- 
Hollywood Store in Hollywood, Calif., indicating “you 
can be fast and regular” :-— 

“A few years ago a shoe buyer’s job was a cinch, 
compared with what it is today. All he had to do was 
to pick out a few good numbers, write in the best selling 
sizes, then sit back and promote these shoes. If he 
should make a slight error in buying too many, he could 
always comfort himself with the possibility that these 
shoes could be sold at cost price the following season, 
or there was a reasonable surety that cost could be 
gotten for them during sale times. Then.a buyer aimed 
to get a three-times stock turn, but if he actually turned 

[TURN TO PAGE 55, PLEASE] 
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These Heels 
meal BUSA 








Vow ARE CORDIALLY 
INVITED TO VISIT OUR 
DISPLAY AT THE BOSTON 
SHOE FAIR, ROOM 573 
—HOTEL STATLER — 
JUNE 6TH TO 9TH. 


=e When a manufacturer goes to the 

extra expense of fitting his shoes 
= either of these fine Goodyear Heels, he means business. 
Better business, for you and for him! He knows that the 
trim, part-of-the-shoe appearance of these tough, handsome 
heels is something your customers want. He knows that the 
great name these heels bear is one your customers trust. 


All of which is just another way of saying that the Goodyear 
Custom and the Goodyear Wingfoot help you sell shoes. 


THE GREATEST NAME r3; IN RUBBER 
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Designs Shoes to Furnish 
Correet Foot Balance 


HARRY PALTER 


OVER in Brooklyn, now the most 
populous of the five boroughs that 
make up Greater New York, there’s 
a street of interesting shoe stores, 
Livingston Street by name. It lies 
a block away from the great shop- 
ping center of Fulton Street, which 
also boasts of many shoe shops. 
The stores on Livingston Street, 
however, are mainly specialty stores 
featuring footwear of the ortho- 
pedic or corrective type, as dis- 
tinguished from the “high style” 
shops of Fulton Street. 

One of the most interesting stores 
in this interesting shoe thorough- 
fare is that of Palter & Fitzgerald, 
which for years has been carrying 
on an unusual business at 297 Liv- 
ingston Street. It isn’t a large 
store, as stores go in this great 
metropolitan trading area, but it 
attracts customers not only from 


paralysis. This insole containing 
depressions and elevations to con- 


form to contour of foot, provided 

foet balance which. enabled man 

to walle and stand in manner ap- 
proaching normal. 


T his Brooklyn Store; Known 
Far and Wide for Its Success 
in Solving Difficult Foot Prob- 
lems, Works on the Theory that 
Balance and Posture Are All- 
Important — Builds Individual 


Lasts from Plaster Casts in Ex- . 


treme Cases and Remarkable 


Results Have Been Attained 


Brooklyn and the other boroughs 
comprising the greater city, but 
also from New York State and New 
England as far north as the Cana- 
dian border, and from the Middle 
West, the South and many distant 
sections of the country. These cus- 
tomers come unsolicited, through 
word-of-mouth advertising; for the 
most part they are people who 
suffer from foot troubles and ab- 
normalities of various kinds, in 
some cases deformities from birth 
and not infrequently the effects of 


GEORGE J. FITZGERALD 


infantile paralysis or some other 
illness or ‘accident. 

This isn’t a business which spe- 
cializes in “cripple shoes” of the 
ordinary type, although it has a 
department that makes shoes for 
crippled feet. In such cases, how- 
ever, it differs from other shoe- 
makers in the same line of business 
in that it doesn’t merely try to fit 
the crippled foot; it aims rather to 
give the afflicted person a foot bal- 
ance and a foundation to walk and 

[TURN TO PAGE 34, PLEASE] 
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i winy WATE! 





in RHYTHM STEP Stock! 


Because They Have 
Smart Cutouts 


PLUS EXTRA SUPPORT! 


The light little, smart little fashions 
in Rhythm Step white shoes are easy 
to fit, easy to wear and easier to sell 

. with their weightless Rhythm 
Treads! This exclusive feature gives 
them triple support . . . with no extra 
weight to make them warm or un- 
comfortable! They make it possible 
for women to walk in cool comfort 
in the white styles they love . . . and 
they stimulate white shoe sales in a 
really sensational way! 





Dealer Praises Prompt Delivery of 
Re-orders as Shoe Sales Gain 20%! 


A new Rhythm Step dealer in the East writes: “Rhythm 
Step shoes are responsible for very nearly 20% increase 
in business today. We think this is particularly worthy 
of note because of general business conditions this 
spring. Another factor that has helped this showing is 
the fact that prompt delivery of re-orders on stock num- 
bers has been made. After taking the ‘three-step test’ in’ 


our Rhythm Steps . . . people have gone away sold; and . 
better yet have already returned for more.” Here’s more 
proof that you can get a better season in white shoes 


with Rhythm Steps. Place your orders now! 


Qty, $6/5 TO $715 


RETAIL 
Pa) 
4€D.@.@s*™ Slightly Higher West of the Rockies 


®e, 
‘sr 4.-@ wv. is pat. 


Johnson, Stephens & Shinkle Shoe Co., St. Louis, Mo. 


Mekers ef Fashion Plate Shoes... Recognised Style Leaders for Over 20 Years 








COME TO 
THE WILL KNIGHT PARTY 
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I f You Can’t Travel to Portland, Send a Letter to 


the Friendliest Man in This Friendliest Industry 


EN Portland, Ore., on Tuesday evening, May 31, 
1938, at the Multnomah Hotel, a grand big testimonial 
dinner is to be given in honor of Will Knight—shoe 
man. Nothing like it has been done before. Honor 
is being paid to the friendliest man in the shoe field, 
one who has devoted a life to meeting and introducing 
shoe men one to another, in his store, in his city and 
in the great conventions of the trade. Somehow, every 
shoe man, everywhere, is a brother to Will Knight. 

It was the thought of the editor that aside from the 
big check that is to be given to the Crippled Children’s 
Hospital in Portland, as a living memorial to the grand 
friend, that perhaps many a shoe man would like to 
be present, even though it necessarily could only be 
in the form of a letter. These letters might later be 
bound in a memory book as a constant reminder of 
the spirit of friendship that exists in this. companion- 
able trade. 

There are historic reasons for this spirit of friend- 
ship, for all through the ages, the shoe man has been 
friend, counsellor and adviser to one and all. . . 
kings, statesmen, commoners . . . a status reserved to 
the friendly shoemaker all through the traditional 
past. 

Shoe men from all parts of the country are planning 
to be in Portland for that celebration—not because 


Mayor Joseph K. Carson of Portland, Honorary Chair- 
man of the Testimonial Dinner, Buys the First Ticket 
from Henry S. Waters, General Convention Chairman 
of the Pacific Northwest Shoe Retailers Association. 


Will Knight of Portland, Oregon and 
his extraordinary gallery of friends in 
the shoe trade. There are 500 photo- 
graphs in this extraordinary collec- 
tion, gathered by Mr. Knight in the 
course of many years. He 
them all and counts them friends. The 
frame is 22 inches wide and 52 inches 
high and it hangs in Mr. Knight’s 
office, an object of interest to his 
many visitors. 


knows 


Will Knight is a politician, or a promoter but because 
he is a regular shoe man, a retailer always and a 
friend indeed. 

Many shoe men have sent checks to Chairman 
Henry S. Waters of Charles F. Berg., Inc., Portland. 
Ore., for the Crippled Children’s Hospital, to be known 
as the Will Knight Fund. Buford Jones, president of 
Dunn & McCarthy Company, Auburn, N. Y., is chair- 
man of the Executive Committee and many manufac- 
turers and salesmen have sent checks to him for the 
Will Knight Fund as a tribute from the East to this 
kindly shoe man of the Northwest. 

May we repeat what we wrote about Will Knight 
many years ago: “Big man or small man—it makes 
no difference—there is something wrong with one 
who comes to Portland and fails to call on Mr. Knight 
and genuinely enjoy that call. And this frame, con- 
taining the pictures of 500 shoe men, is always an 
object of interest. Many find their own faces alread 
in the group. If not, they are certain to find a lot they 
know. But let’s listen to Mr. Knight’s own story of it: 

“*Years and years ago I commenced to take account 
of what in each day gave me the most happiness and 
ic was not long until I was convinced that it was my 
contact with people. Well—what people? I liked 
them all—athletic club, Y.M.C.A., rowing club, Elks. 
yacht club, Chamber of Commerce, advertising club. 
Rotary Club and so on down the line—wonderful fel- 
lows to meet. But somehow or other there was always 
somethings a little different when it was a shoe man. 
cobbler, manufacturer, traveling salesman, shoe pub- 
lisher or correspondent, department store or chain 

. store manager, stylist, specialty man or salesman on 
the floor. There is almost a blood tie between us.’ ~ 
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Rerealay, 





Most people cannot get along without shoes, That in itself creates 
a want for serviceable shoes. Men, in particular, do a lot of walking. 
They put footwear to a hard test. Not one in a million may know 
sole leather but, ALL know when they get shoes bottomed with 
leather that wears right. And that experience is a daily reminder 
of who sold them. 


KISTLER “BENCH BRAND” SOLE LEATHER 


A BALANCED TANNAGE 


will give full wear for every iron of thickness. That means that no 
matter how light—or how heavy the sole may be—it will serve until 
so thin that it must be replaced. No softening on damp days, 
sloughing off, then drying out brittle. You will find it pays to get 
your men customers walking on Kistler “BENCH BRAND” Sole 
Leather. 


nl 
oulner 


‘' FOUNDED 18640 


i ee ee BE ee 








., TOWN AND TRAVEL, BUSINESS OR PLEASURE 
$14.50 6 $7.50 $0.75 





fe Winsteny “Slect” in the = Desmand Whiee Beck Wing —Deemand hand-cereei” Chawla” 
Tip. ectronchiet Cowl, canmal, flew bie, rear, ond 





(9 hes w Nasal Too 
CHISURE SHOES FOR LOAFING IN THE SUN 
$375 $2.50. $5.30 

$4.50 


Meestbnend™ crepe ales 


DESMOND’S 


616 Broadway + 7th & Hope so. wnntenwrisre suse 











An unusually effective men’s shoe ad- 
vertisement showing use of various 
types of Summer shoes. 


SSWVHY don’t you show more 
interesting retail ads of men’s 
shoes in the RECORDER?” writes 
one of our readers in a plaintive 
note to the editor, implying that 
the ladies get more than their 
share of the publicity. The answer 
is, of course, that there are more 
interesting women’s shoe ads to 
show. If by any chance you don’t 
believe it, just check the men’s and 
women’s shoe ads that appear in 
the papers of your town in the 
next fortnight or so, and if you 
don’t find the men folks trailing 
so far behind that you can hardly 
count them in the running, then 
consider yourself fortunate for liv- 
ing in an up-and-coming commun- 
ity where men’s shoe merchants 
have an appreciation of their op- 
portunities that’s way beyond the 
average. 

Of course, there are some bright 
and shining exceptions, which 


clothing 
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Advertise to Promote 
Men’s Summer Shoes 


How Some Enterprising Men’s Shoe Retailers 
Are Featuring the Types of Footwear Designed 
to Provide Style and Comfort in Hot Weather, 
and Demonstrating the Costumes, Occasions 
and Activities for Which They Are Appropriate 


only prove the rule, and the only 
sad part of this story is that they 
are so exceptional. Men’s shoe 
business needs promotion, and in 
a year like this, when sales show a 
strong tendency to fall below the 
seasonal levels of last Spring and 
the year before, it’s unfortunate 
that men’s shoe stores by and large 
can’t seem to see their way clear 
to put more advertising pressure 
behind their business. 

That’s one of the unfortunate 
things about advertising, that mer- 
chants feel inclined to curtail their 
schedules at the very time when 
they stand in greatest need of the 
stimulus that comes from persis- 
tent, well-planned publicity. And 
it seems particularly true in the 
case of men’s shoes. Right now, 
stores and department 








She: Hold still, can’t you! Where’s the fire? 

He: Not in my feet, that's one thing certain. These new brogues 

are full of breeze-holes. Every step starts fresh air circulating. So, 

one side, lady, while I stir up a nice, cool hurricane for myself. 
Brosdway "Koolie.” Black or brown calf $77.50: 


WALK-OVER 


' “* 
1432 BROADWAY AND THROUGHOUT NEW YORK 


A somewhat different angle on venti- 
lated shoe promotion for the warm 
weather season. 





stores are doing quite a spectacu- 
lar job in the advertising and pro- 
motion of men’s apparel other 
than shoes. True, a large part of 
this promotion. consists of sale 
publicity, and posssibly the shoe 
business should rejoice that it has 
at least gone through several weeks 
of a post-Easter selling season that 
presents some rather perplexing 
problems without becoming in- 
volved in a demoralizing price war. 
On the other hand there are many 
other angles of promotion that 
could be played up to advantage 
in a season like this, and it’s in- 
teresting to observe how some in- 
genious retailers are using news- 
paper advertising to go after those 
extra pairs that they need to make 
this year’s sales records stack up 
creditably alongside of the splen- 
did business they were doing a 
year ago. 


FOR example, there’s Desmond’s, 
in Los Angeles, whose striking 
men’s shoe advertisement is repro- 
duced herewith. “Again we say,” 
this firm reiterates, “one pair of 
sport shoes doesn’t make a Sum- 
mer. You'll want Desmond sport 
shoes for all occasions.” And the 
ad shows three groups of shoes, 
with three styles in each group. 
The first three are for “town and 
travel, business or pleasure,” the 
second group for “active and spec- 
tator sports wear,” and the third 
consists of “leisure shoes for loaf- 
ing in the sun.” Here is a con- 
vincing argument for a sport shoe 
wardrobe for Summer, for it shows 
the styles adapted to various uses 
and occasions. 

A good many department stores 
this season are following the prac- 
tice of featuring shoes in adver- 

(TURN TO PAGE 44, PLEASE] 
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..-and full profit for you! Our salesmen, now on 
the road, will show you the many sales-making 
features of this new $6.75 line. Walk-Over work- 
manship and quality throughout. Wire or write 


~ .. E. Keith Company, Campello, Brockton, ¢ 
‘ther Walk-Overs to retail from $7.50 up. 


A NEW LINE OF vA to SHOES 


WALK OVERS "0" 


SLIGHTLY HIGHER WEST 
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Designs Shoes to Furnish 
Correct Foot Balance 


[CONTINUED FROM PAGE 28] 


stand upon that will enable his feet or 
hers to function as near to normally 
as is possible in view of the foot con- 
dition that exists. In cases where it is 
possible to accomplish corrective or 
remedial measures through footwear, 
the attempt is made and the results 
that have been accomplished in many 
cases, merely by restoring a balanced 
foot posture, have been little short of 
marvelous. 

In other words, here is a shoe busi- 
ness that functions through foot ser- 
vice, and that is true, not only in 
cases where actual deformity exists, 
but also when the customer is merely 
interested in careful fitting, or when 
possibly there may be some unusual 
fitting problem that calls for unusual 
attention. The scope of this fitting 
service is evidenced by the fact that 
the store carries sizes in men’s shoes 
from 4 to 21 and in women’s from 
1 to 13, with a range of widths from 
AAAAA to EEEEE. 


Unusual Size Range 


One can see in the windows on a 
revolving table a shoe of each size in 
men’s from 12 to 21, and in the other 
window, one can see a size 13 small 
in the women’s, which looks like a 
child’s shoe except having the charac- 
teristics of design and pattern as well 
as heel of a woman’s shoe. Alongside 
of it, you see a large 13 EEE woman’s 
shoe. 

“And that is not all,” said Mr. Fitz- 
gerald, “let me show you something of 
real interest to the shoe industry.” He 
went on to explain that they have 
three departments: one for the normal 
customer who is foot-conscious and 
wants to be fitted properly, sensibly in 
order to prevent trouble. For them 
they carry that extreme large range 
of sizes in the proper lasts. Then, 
there is the man, woman or child, who 
may have slight trouble with their feet 
and require some special adjustments 
of padding or edging or support of 
some sort for that foot. And the third 
department is for customers to whom 
no stock shoe could be fitted, due to 
deformities, accidents, post operative 
conditions, ete. 


Custom Shoe Department 


“Let us come into the shop,” he sug- 
gested. Here one sees a large, modern 
equipped shop, machinery, lasts, cut- 
ting boards and a real laboratory of 
the extreme end of the shoe business. 

“The trouble with this end of the 
shoe business,” Mr. Fitzgerald ex- 
plained, “is that there are really very 
few people who understand it thor- 
oughly. Many who are in that business 
have no more right to be in it than I 
would have to be managing J. P. Mor- 
gan Company. Their approach to the 


problem is wrong right from the be- 
ginning. Let’s take the short leg, for 
example, as it is most common and 
understandable. _We will assume that 
there is a shortage in the right leg of 
1% inches. Most shoes made for that 
foot have a straight cork inside of 
the shoe sloping down to as little as 
possible in the toe. What happens 
then to the balance of the body on both 
feet? One foot, the left in that case, 
stands the same as any normal foot. 
The right foot stands in the same 
position as if you would put it on a 
12/8 heel, throwing the knee out for- 
ward and the pelvis still more out of 
line; the foot trying to adjust itself 
to that abnormal condition, shifts 
around in the shoe laterally causing a 
lot of discomfort and friction of the 
shoe which in turn results in callouses, 
corns, large joints, etc. 

“The balance of the foot is most 
important even to any normal pair of 
feet. How much more important does 
it become for the deformed foot?” To 
illustrate the point, he showed records 
of specific cases.” 


A Problem in Engineering 


“Our business is not medicine or 
surgery,” said Mr. Palter, partner in 
the firm. “That belongs where it 
should, in the hands of a physician. 
Our work should be and is an engi- 
neering problem for those whose nor- 
mal function has been partially de- 
stroyed due to disease or accident. 
After all, that is a science that has 
proved itself by accomplishing results. 
Let’s take a foot that could not reach 
the ground with the inner base of the 
foot. That person is in great danger 
of falling. A foot like that can in 
most cases be balanced by the proper 
shoes and prevent the foot from going 
on the outside when it strikes the 
ground. That is often more necessary 
than a brace. A brace is made for 
the same purpose, only where a brace 
tends to atrophy the muscles, a shoe 
properly built can accomplish the same 
results and, in fact, help the muscles 
to develop. I have seen cases where 
% inch plays a tremendous part in 
the width of a heel; others, when the 
heel does not play hardly any part in 
the construction of the shoe and when 
the rise must come from the cuboid 
stream extending to far below the 
fifth metatarsal, graduated on the con- 
stant slope to the toe. However, 
whether or not it does help the func- 
tion of the foot, is not our concern. If 
it indirectly. does, so much the better, 
but what we are striving to accom- 
plish is to balance artificially the foot 
that has lost its balance. That is all 
we want to accomplish in the interest 
of the cripple. 

“Naturally it all depends on the de- 

[TURN TO PAGE 53, PLEASE] 


Educational Talks for 
Orthopedic Group 


NEw YorK—The monthly meeting 
of. the New York State Orthopedic 
Retail Shoemen’s Association held at 
the Hotel McAlpin, Thursday, April 
28, was another successful gathering 
addressed by various speakers, among 
them a number of manufacturers’ rep- 
resentatives. Louis Feman, educational 
director of the association, addressed 
the meeting with the second of a 
series of interesting and informative 
lectures. 

When the meeting was called to or- 
der by Chairman Dave Weisberger, 
some time was given over to a review 
of a topic that was so ably discussed 
and expounded at the previous meeting 
by Samuel S. Allen, counsel for The 
Scholl Company, namely, the recent 
test case under the New York State 
law relating to shoe fitting. This was 
clearly outlined to the members by 
Albert Eskind of Adjustable Shoes 
Company. He emphasized again to the 
membership present the necessity for 
united action so that The Orthopedic 
Shoemen’s Association can further its 
efforts in the interest of all men of 
the industry throughout the state. 

The Association treasurer, Ralph 
Merians, outlined the benefits of the 
recent Executive Committee action in 
passing a reduction of the dues to 
$6.00 and $3.00 for retailers and sales- 
men respectively. He stated that this 
move had already shown substantial 
results in the addition of new mem- 
bers, a number of whom joined the 
association at this meeting. The edu- 
cational committee report as outlined 
by Mr. Feman, gave the members pres- 
ent an idea of the type of lectures, 
discussions and open forums that were 
to be presented at the various forth- 
coming meetings. He touched on topics 
of shoe construction, designing, lasts, 
as well as stock-plans, ‘merchandising 
angles and prospective Association edu- 
cational promotion to the public. 

A number of the manufacturers’ rep- 
resentatives were introduced to the 
meeting by the chairman and their 
comments on the activities and pur- 
poses of the association were indeed 
interesting to the members. 

At the conclusion of the business, 
Mr. Feman presented the second of his 
series of lectures, the topic being 
“Shoe Construction.” In this presen- 
tation, he gave a most interesting out- 
line of the origination of shoe con- 
struction, and outlined the sequential 
steps through those years down to the 
current types of construction. 

To those who desire information on 
matters of membership and details of 
meetings, it is suggested that they drop 
a card to Harry Parke, secretary of 
The New York State Orthopedic Shoe- 
men’s Association, at 215 West 91st 
Street, New York, or call Schuyler 
4-4985. Retailers are urged to plan to 
attend the forthcoming meetings. 
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Y pone what it means to a woman when your clerk says: 
“The heels on the shoes are Scuffless. They'll look new as 
long as you wear the shoes.” Naturally, your customers will be 
impressed with the fact that Scuffess heels on your shoes will 
give them extra quality for their money. 

Many leading retailers use Scuffless “PYRAHEEL” plastic heel 
covering as a logical means of ending the annoyance of disfigured 
heels. They’re getting better-looking footwear as a result—for 
“PYRAHEEL” is unusually fashionable, uniform and durable. 

Capitalize on Scuffless heels. Tell your clerks to use this prac- 
tical selling point to help clinch sales. Ask your manufacturer to 
use “PYRAHEEL” on your next .order. Write today for samples. 











There's a demand for 
—I|IMPORTED 


MEXICAN 
Huaracheds... 


Pronounced (Wa-ra-ches) 
—Siyled in Hollywood 
THE NEWEST IDEA 
IN SPORTS FOOTWEAR 
of proven popularity 


$2.59 ss 10% 


TEN DAYS— 
F.0.B. Los Angeles 


Whole Sizes 


SIZES 
2to7 


e and Natural 


1 White and Natura 


—_ Factory OTES dal o}'h co) a ee 


MARTIN LEE 


— SHOE COMPANY — 
840 So. Los Angeles St 
| ok wy Wilet-i kek um Oecl ito 
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Summer Time Is Shoe Time 


[CONTINUED FROM PAGE 19] 


There are many of these wedge heel 
shoes made of duckskin. One of the 
most popular has a Venetian stripe. 
Combinations of red with blue, and 
brown with beige, elkskin are espe- 
cially desirable for extra pairs. Match- 
ing shoes and bags for beach and in- 
formal wear is proving very popular. 

Again for informal sportswear, the 
oxfords with open toe and back and 
no tongues are ideal for Summer wear. 
Heavy thick padded Summer oxfords 
in copper tan calf, with the middle 
sole of contrasting colored leather to 
match the trimming, is seen nearly 
everywhere. Blue with white or maybe 
red is a favorite trimming on the 
middle sole of copper tan oxfords and 
sandals. 

To illustrate the great possibilities 
for selling many pairs of shoes to one 
costume, let’s analyze the outfit worn 
by Ann Miller, who is appearing in 
Columbia’s “You Can’t Take It With 
You.” This outfit is adaptable to many 
occasions through the addition of a 
hat, different shoes, etc. The coat is 
a typical lined redingote in beige with 
short sleeves, fitted and buttoned down 
the entire front with bright blue but- 
tons, and worn over a red and white 
cotton flowered print dress. A large 
red linen hat and blue kidskin sandals 
complete this particular outfit. Now 
take this same costume, remove the 
coat, shoes and hat. Then add a pair 
of woven shoes, linen wedge heels, or 
rubber-soled tennis shoes, and Ann 
will be ready for the badminton or 
tennis courts. 

This is the smartest, coolest and 
simplest of all Summer costumes. It 
is a basic outfit for all Summer wear 
as the coat and dress can each be 
worn separately as well as together. 

A shoe fitter who knows his fash- 
ions can sell several pairs of shoes 
with this outfit. A pair of draped 
leather dress sandals; a flat heeled 
active sport shoe; a pair of Mexican 
type woven ties or sandals; a semi-low 
heeled spectator sport model. And a 
really good salesman can easily sell 
a pair of Summer evening sandals 
with this costume by suggesting that 
the coat be worn over a cotton eve- 
ning frock. 

Along with the redingote costume, 
the other most important combination 
costume for Summer wear is the pastel 
colored dress fashioned along simple 
lines and worn with a light weight 
three-quarters or full-length contrast- 
ing coat. High-heeled open-toed san- 
dals in novelty patterns are desirable 
in several combinations (and kinds). 

By removing the coat, as Ann Doran 
has done, and changing to a pair of 
low-heeled sport sandals (either the 
comfortable, smart, middle-soled type 


she is wearing or some other active 
sport shoe with leather or crepe soles), 
the wearer is dressed in a most ac- 
ceptable active sport costume. There 
are almost unlimited shoe selling op- 
portunities in this typical basic outfit 
for June, July and August wear. 

Fashion decrees three- and four- 
color combinations. These will be seen 
this Summer in paneled linen dresses 
such as worn by Jacqueline Wells. 
This is another dress that is adaptable 
for both street and active sports. It 
is fashioned with an eye to Summer 
comfort and coolness. Its slim but ac- 
tive skirt is an indication of general 
Summer costume lines. For daytime 
doings, braided sandals coming well 
up on the ankle are dainty, colorful 
and smart. Sport shoes again furnish 
the necessary change for transforming 
this into an active sport outfit. 

A typical Hollywood Summer outfit 
is worn by Joan Perry. It is of desert 
yellow and orange and is shown to 
illustrate the wide adaptability of the 
Mexican type woven shoes, when made 
over American lasts and of American 
leathers. 


Moves to New Location 


CuIcaGo, Itt.—The Nettleton Shop, 
dealers in men’s shoes, has moved from 
its former location at 26 N. Clark to 
142 S. Dearborn. Most striking fea- 
ture of the new interior is the inlaid 
linoleum section of the floor showing 
in a near life-size figure an old time 
cobbler at work. This is done in five 
colors and will also be duplicated in 
colored glass in the transom over the 
door. 

The store has a new front of black 
carrara glass with a bronze sign, and 
the entrance is in green terrazzo. New 
fixtures have been installed in the 
store and there are interior display 
windows with backgrounds of light oak. 
The store is to be air-conditioned. 

This is also to serve as the company 
wholesale headquarters for this terri- 
tory, with H. G. Wright, doing the trav- 
eling. Paul E. Hamilton is manager. 


Kaplan Named Shoe Manager 


Brockton, Mass.—Saul Kaplan has 
been made manager of the shoe depart- 
ment at the Fraser Dry Goods Co., de- 
partment store maintaining a large 
shoe business. 

He succeeds H. C. Rosen, former 
manager, who has resigned from the 
company. Mr. Kaplan was formerly as- 
sistant manager of the department, 
which is a Scheft operated department. 

Mr. Kaplan reports that blues, 
patent trimmings and gabardines are 
selling well for Spring. 
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AS BLUE AS A KASHMIR LAKE 





SOME OTHER 
SURPASS COLORS 


(In suede or smooth) 


COFFEE BROWN 
INDIA BROWN 
BURNT EARTH 
TERRA COTTA 
GOLDEN HAVANA 
CHATEAU WINE 
PORTO PLUM 
MARINE BLUE 
BLACK 











Featured by |. MILLER in their New York showing 
of shoes and accessories, this new Surpass Kid is now 
available to the trade in general. Described as an 
“intensely blue, incredibly versatile color” it is aston- 
ishingly diverse in its complete adaptability to any 
ensemble color motif. Retailer and manufacturer 
alike will find this color the season's top in sales- 
inspiring Kid—in skins whose working economy and 
“finished shoe” quality are every bit in the fine 


Surpass tradition. 


SURPASS LEATHER CO. eunavevpan 


Tanneries at PHILADELPHIA and GLOVERSVILLE, Executive Offices at PHILADELPHIA, Branch Offices in NEW YORK, BOSTON, 
CINCINNATI, ST. LOUIS, and MILWAUKEE. Agencies in LONDON, PARIS, BASEL, MILAN and other Foreign Cities. 
























Outstanding 
Men's Sandals 
for 1938 









THE 
CHALLENGER 




























SWAN Airy-Tred men's sandals can 
be a profitable part of your spring 
and summer business. Superior work- 
manship and fitting qualities, com- 
bined with a grand array of 
patterns and materials, assures 
consumer acceptance. May we 
send you our 1938 nautical san- 
dal catalog? 
























SWAN SHOE COMPANY 


| 
BALTIMORE, MARYLAND 









Make White Windows 
Tell a Summer Story 


[CONTINUED FROM PAGE 21] 


ness of Thrif-Treds; Shoor-Treds 
were “Serene as Lilies,” Empire 
Castilians, a fashion for the young 
girl, used “As Gay as Wild Flowers” 
for their theme. Running concur- 
rently with this ad was a window 
which also used the flower sym- 
bols with the shoes displayed. 

Another recent window which has 
built much good will for the store 
told an institutional story, showing 
shoes against a background picture 
of “The Geuting Idea.” Wood fig- 
ures were carved out to depict the 
old time cobbler at work and these 
figures and captions told the Geut- 
ing idea in graphic form: “Skill in 
our Profession— Pride in our 
Quality Footwear which has won 
the confidence of 150,000 Philadel- 
phia families.” This window had 
also a further tie-up, in that it was 
presented at a time when Geuting 
began telling of “The Geuting Idea” 
to every person who bought a pair 
of shoes in the store. This message 
of the store’s background and 
policy, signed by the president, 
A. H. Geuting, was printed on the 
inside top lid of every shoe box in 
the store, and a blow-up of this mes- 
sage was reproduced also in the 
window telling the institutional 
story 

C. L. Embree is display manager 
at Geuting’s and in charge of the 
workroom interpreting the store’s 
display ideas and themes, which 
have been instrumental in attract- 
ing people not only to stop and 
look, but come in and buy, through 
attractive and well planned and 
executed window displays. 


L. E. Higgins Co. Enlarged 


TAUNTON, MAss.—The L. E. Higgins 
Co., 45-47 Main St., has enlarged its 
shoe department both in size and type 
of shoes handled, women’s novelty 
shoes being an added line. While a de- 
partment has been maintained for some 
time, it is now planned to promote 
shoes more progressively. 

The new department is a Carl 
Spector operated department and fea- 
tures shoes for men, women and 
children. This is the first time Car) 
Spector has had connection in this city. 
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SEND FOR 
ILLUSTRATED 


NUMBERS 
IN 
CAMP and 


CANOE MOCCASINS 
CARRIED IN STOCK 
From $1.25 to $1.90 


A. SANDLER CO. 








30STON, MASS 


EX STREET, £ 











Study Your Customer 
[CONTINUED FROM PAGE 25] 


not be ruined by any apparent evidence 
that you are turning on the “sales 
power”; otherwise she instinctively be- 
comes cautious and wary, lessening her 
faith in you that you are really trying 
to fit her foot rather than just selling 
her a pair of shoes. 


Should Recognize Misfit 


The shoe is on. Her foot is gently 
dropped to the floor and the fitting 
stool is drawn away. She is then re- 
quested to stand and walk in the shoe. 
As she does so, the salesman’s “psycho- 
analytical” ability is again put to 
valuable use. He carefully observes 
her reaction and expressions while she 
walks to ascertain the “feel” of the 
shoe. Although she may not utter a 
word pro or con, the alert salesman has 
already obtained a fair idea of her 
impressions regarding the shoe, and he 
regulates his sales patter accordingly. 

However, if he notices any flaw in 
the fit of the shoe, such as bulging and 
gaping at the quarter, slipping at the 
heel, etc., he should be quick to realize 
that the shoe does not fit properly. It 
is certainly no feather in the shoe 
fitter’s cap to convince the customer 
that the flaw will disappear, or at- 
tribute it to some “temporary” cause. 
The customer may be convinced, but 
never wholeheartedly. That is both 
incompetent shoe fitting and the worst 
kind of salesmanship. It is certainly 
not satisfying to the customer. It is to 
her benefit, but mostly to yours, that 
another size or another shoe be fitted. 




















BOOT anno SHOE RECORDER, May 14, 1938 


- 


e 


Soughan pton, Lod 


By Timpanelli, this pump 
shows how effectively draped 
and quilted treatments may 
be developed in McNeely 
Golden Havana Kid. 
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Sie news, 


THIS WEEK IN THE SHOE TRADE 


Saturday, May 14, 1938 


Natienal News 





Heavy Registration for Boston Show 





Advance Bookings of Buyers and Manufacturers Indicate 
| Widespread Interest in First Showings of Fall Lines 


Boston, Mass.—If present interest, 
| as expressed in advance registrations 
‘is any criterion, this year’s Boston 
Shoe Show, scheduled to begin on June 
' 6 at the Hotel Statler and the Copley- 
Plaza, will surpass last year’s, or cer- 
‘tainly equal it. This refers not only to 
'the number of exhibitors but to buyers 
-as well. 


LOUIS H. SALVAGE 
Chairman Arrangements Committee 


» An announcement made this week by 
the New England Shoe and Leather 
ociation says that registrations of 
leeping rooms for chain, department 
itore and mail order houses, as well 
is for independent retailers, and whole- 
ers, have been unusually heavy; and 
hat of the rooms reserved in these 
» large hotels for exhibitors, only 
out 20 per cent is left unassigned. 
It appears that the show this year 
as been timed right for inaugurating 
he Fall season of buying and from the 
already manifested it is likely 
the new season will get under way 
ith a good start. 
A remarkable feature of the show 
his year is the continued interest that 
le trade everywhere is manifesting 
| this semi-annual event, for not only 
ive buyers from all sections, including 
he Pacific Coast, made reservations, 
ut manufacturers from all parts of the 
st, as well as the West, have ar- 
anged to display their Fall lines. 





DATES TO REMEMBER 


Mlinois Shoe Travelers and Retailers, 
Annual. Convention, Pere Marquette _ 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 

Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, IIl...May 23, 24, 1938 

Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 

May 29, 30, 31, June 1, 1938 

Pacific Northwest Shoe Retailers Asso- 
ciation Convention, Multnomah 
Hotel, Portland, Ore. — 

May 30, 31, June 1, 1938 

Nebraska Shoe Retailers’ Association 
Annual Convention, Cornhusker 
Hotel, Lincoln, Neb...June 4, 5, 6, 1938 


Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 5, 6, 7, 1938 


Boston Shoe Show, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass.....June 6, 7, 8, 9, 1938 


Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land, Oakland, Calif...June 6, 7, 8, 1938 


lowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 
June 12, 13, 14, 15, 1938 


Wisconsin Shoe Retailers Association 
25th Annual Convention, Plankin- 
ton Hotel, Milwaukee, Wis. 

June 12, 13, 14, 1938 


Michigan Summer Shoe Fair, Pantlind 
Hotel. Grand Rapids, Mich, 
June 19, 20, 21, 1938 


Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, II. 

June 20, 21, 22, 23, 1938 

Pennsylvania Shoe Travelers Associa- 
tion, Style Show and Convention, 
William Penn Hotel, Pittsburgh, Pa. 

: July 10, 11, 12, 1938 

Charlotte Shoe Fair, Hotel Charlotte, 
Charlotte, N. C.....Jaly 10, 11, 12, 1938 





It is not at all improbable that mar- 
ket conditions are influencing large 
numbers to come to Boston, where dur- 
ing show week they will have every 

[TURN TO PAGE 46, PLEASE] 


March Production Below °37 


WASHINGTON, D. C.—Total produc- 
tion of shoes from factories reporting 
for March, 1988, shows an increase of 
6,748,301 pairs or 22.5 percent, over 
February, 1938, but a decrease of 20.3 
per cent from the corresponding month 
last year. For the three-month period, 
January to March, inclusive, production 
this year shows a decrease of 30,545,726 
pairs or 24.9 per cent from the same 
period in 1937. 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS MARCH 1938 


OF PAIRS 
to 











For the month of March, 1938, in- 
creases were shown in all lines of foot- 
wear over the preceding month, Feb- 
ruary. Men’s dress shoes showed an 
increase of 1,190,329 pairs; men’s work 
shoes, 143,696 pairs; women’s shoes, 
3,703,801 pairs; youths’ and boys’ shoes, 
218,155 pairs; misses’ and children’s 
shoes, 757,276 pairs, and infants’ shoes, 
409,643 pairs. 

All these lines showed a decrease, 
on an average, of 27.4 per cent during 
the three-month period this year as 
compared with the corresponding period 
in 1937. 


Guarantee Shoe Co. Moves 


Los ANGELES, CALIF.—The Guarantee 
Shoe Co., formerly located in the 400 
block on South Broadway, has closed 
this store and moved to 404 South Main 
Street. 





Bock SoLe 
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(BAC Equipment 


ROUNDED 
OUTSOLE 


WITH INSOLE 
INCISION 


PLANET SOLE ROUNDING MACHINE — MODEL E 


The Planet Sole Rounding 
Machine — Model E and 
GAC Splitting Machine— 
Model E are available to 
all Sbicca-DelMac licensees 


REMOVED 





a 


GC SPLITTING MACHINE — MODEL E [ 
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t for PRECISION 











‘and E F F | C | E N C Y | FOR LOCKSTITCH 


= ake -_ SOLE 
ATTACHING 


Sbicce DelMac process of stock fit- 
ting requires particular accuracy and 
uniformity in the preparation of out- 

sole and innersole. Because both | 
pieces are derived from one sole, 


precision in sole rounding and sole 
FOR CEMENT splitting are very important. 


SOLE 
ATTACHING 





The soles of Sbicca-DelMac shoes may 
be attached by any of four standard 
processes: Cement — Lockstitch — 


McKay Sewn — Goodyear Welt. 





Complete G/CC Equipment for stock- 

. fitting and attaching the soles of anricatiie 
Sbicce-DelMac shoes affords manu- = mover ce 
facturers the advantages of maximum 
operating economy at lowest avail- 


able machine costs. 






We CEMENT SOLE ATTACHING 
MACHINE — MODEL B 


" UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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HOT NUMBERS 
FOR 


HOT WEATHER 








Genuine 3 Eyelet 


MOCCASINS 


IN STOCK 


ALL WHITE, LUGGAGE or OX- 
BLOOD—three shades that meet all 
the demands of the summer season. 
If you have never worn a pair of 
genuine moccasin oxfords you have 
missed the greatest shoe comfort you 
can ‘possibly -enjoy. Write today for 
catalogue M-78 showing these 


and Many Other Genuine 
Moccasin Innovations 


OLT 


ROMWELL CO., Inc. 
STOUGHTON, MASS. © 


« EST. 1899 

















Advertise to Promote 


Men’s Summer Shoes 
[CONTINUED FROM PAGE 32] 


tisements along with other items of 
seasonable apparel. Thus Wanamak- 
er’s in New York, shows a tan-saddled 
white shoe at $5 and says of it: “An- 
other good week-end companion. The 
white elk stays white, is easily cleaned 
with soap and water. The spring sole 
and heel of red rubber make you feel 
you’re walking on an eternal stretch of 
green. What’s more, the shoe needs 
no breaking in. Also with black saddle 
—a typical Wanamaker day-in-day-out 
value.” 

The New York Sun last week quoted 
a prominent Fifth Avenue retail execu- 
tive as declaring that May and June 
are as good business months as a mer- 
chant makes them, and if he makes 
them good ones he improves his posi- 
tion at an important time. While con- 
ceding that the business recession has 
placed a heavier burden on stores en- 
deavoring to hold or augment volume, 
this merchant added that in every 
period of recession the stores that beat 
average figures are the ones that suc- 
cessfully buck adverse trends. He stated 
that no drastic retrenchment moves are 
being contemplated by his company, 
that inventories will be kept as high 
as conditions warrant and promotional 
efforts will be pushed in every favor- 
able direction. 
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White Wave Hits New York 





May opened with a surge of white 

promotion in New York, with Fifth 

Avenue stores featuring white cos- 
tumes and footwear. 


New York stores, including the fash- 
ionable shops of Fifth Avenue, are 
promoting white shoes several weeks 
earlier than usual, partly with the idea 
of giving the white season an early 
send-off and partly because white looms 
suddenly as one of the season’s impor- 
tant style developments. 

“Birthday-Cake White” was featured 
by Bonwit Teller in an attractive ad- 
vertisement in Sunday’s newspapers. 
“Silky white kidskin,” said the copy, 
“plastic as soft icing you can still 
smooth over with a silver knife—has 
inspired our great bottier, Palter 
DeLiso, to create these confection shoes. 
Shoes with an ‘important occasion 
flavor’ that’ll make you think of baby 
shoes, of graduations, of weddings. 
There’s nothing that touches them for 
chic on a Summer’s day with all-white. 
Nothing so right with white-ground 
prints. This sublime series—thick and 
thin-soled, are contrived to rise some- 
how like little clouds . . . ethereal flat- 
tery.” 


White Fashion Excitement 


An idea of the fashion interest in 
white, not only in shoes but in costumes 
as well, may be had from the fact that 
Russeks on Fifth Avenue has built an 
extensive promotion around the catch- 
phrase, “Women in White,” which it 
features in windows, in newspaper ad- 
vertising and in a 12-page brochure, 









Made in England 


COLT BOOTS 


Are America’s 
Finest Imports 


Colt Boots and English 
are synonymous 
reputation and 
quality. 

As America’s leading im- 
porters for many gener- 
ations the fame of Colt 
English-made boots is in- 
ternational. 

We carry a large stock 
of all types of g oti on 
hand for immediate de- 
livery. 

Write today for cata- 
logue E-1 showing En- 
glish. 










and Many Other Types 
of Fine Quality Boots 


LT EST. 1890 


OMWELL CO., Inc. 
STOUGHTON, MASS. 
























“Fashion Firsts Women in White.” An 
ad in last Sunday’s Times said: 
“This summer it will be white, white 
as never before. Not in many years 
have there been so many indications of 
the growing wave of white. Suddenly 
out of Paris, and equally suddenly out 
of California—white sweeps into the 
Panorama like billowing snowdrifts. 
Nothing gives you such a crisp, dewy- 
fresh, frosted look in deepest Summer. 
Nothing is such a foil against your 
suntan. Russeks, sensing the gala func- 
tion that white will play in our Sum- 
mer fashions, has devoted its entire 
‘Fashions First’ collection to ‘women in 
white.’ White with jackets, white with 
coats, white with the most dynamic 
colors of the season ... . carbon blue, 
zestful reds, browns and black. Wear 
white from town to yacht club, from 
sun-drenched day to twilight evening.” 
Advertising “the white shoe for Sum- 
mer comfort,” Coward declares in an 
attractive ad that “Fashion’s prescrip- 
tion for Summer is soft, white kid. To 
that we add the all-important element 
. Coward comfort.” Meanwhile, The 
Tailored Woman features “Flowerlike 
shoes of white and pastel kidskin” in 
its advertising. I. Miller plays up white 
and colors simultaneously, and it be- 
comes increasingly apparent that white 
footwear is due for spectacular pro- 
motion as one of the most favored 
fashions of the Summer season. 
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STYLES OR SIZES 
WHICH? 


SHOE RETAILERS 


have argued pro and con for years the question 
of which is more important and why. Every- 
body knows that both play a vitally essential 


role in the selection of a balanced shoe stock. * 


Now comes no less an authority than Wendell 
H. McCracken, who merchandises women’s shoes 
for Wetherby-Kayser Shoe Co., Los Angeles, to 
tell why he considers size selection “the: hardest 
part of a buyer’s job.” 


Don’t miss Mr. McCracken’s article “Be Careful 
How You Size "Em Up,” on pages 22 and 23 in 


this week’s issue. 


SHOE MANUFACTURERS 


are as much interested in this question as the 


retailers, and when a man of Mr. McCracken’s 
eminence discusses any phase of the problem of 
buying shoes, his views are certain to command 
the thoughtful attention of manufacturers as 


well as merchants. 


DID YOU KNOW 


that big metropolitan stores are making an early 
bid for white shoe business and advertising 
whites extensively from a “high style” angle? 
It’s time every retailer gave some serious 
thought and planning to white shoe promotion. 
Read the article “Make Shoe Windows Tell a 
Selling Story” in this issue. 


AND DON’T OVERLOOK 


what they’re wearing for Summer in Hollywood, 
for the movies are a tremendous influence in 
fashion and can give the alert, ingenious shoe 
man a lot of cues for successful shoe promotion. 
Read “Summer Time Is Shoe Time in Holly- 


wood,” pages 18 and 19. 


These are just a few of the high spots of this 
issue of the RECORDER. You'll find enough 
other interesting features in it to make it worth 
your while to read from cover to cover. 





perognye 


In other types of stores, customers may 
or may not notice the carpeting. In shoe 
stores they must, for the entire sale is 
made on the floor. With Mohawk under- 
foot, your sale is off to a good start. Its 
deep pile cushions trial steps. Its rich 
colorings flatter every shoe. Its attractive 
range includes many grades of popular- 
priced, long-wearing carpet... . hardy 
broadlooms . . . the new Royal Boucle, 
so tough that it gives twice the wear of 
any other carpeting in the low price 
range. When you plan to recarpet, call 
or write your nearest Mohawk Regional 
Sales Office and discover how economi- 
cally it can be accomplished. 


Mohawk Carpet Mills 
295 Fifth Avenue, New York 


Regional Sales Offices 
Boston + Chicago + Dallas - Detroit + High Point 
Philadelphia - San Francisco - Los Angeles ° St. Louis 
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POP oe Eee Oe ee 


Riding Boots 


IN STOCK 
America’s Finest 
Riding and Military 
BOOTS 
Write today for our complete Catalog 


ee ee ee 


Turn Shoes 


Oe Se OF OF OP FE St OF ee Oe ee 


KUSH-IN-EZE 
HAND TURNED FOOTWEAR 
IN STOCK 
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New Colonial Representative 


Boston, Mass.—The Colonial Tan- 
ning Company, Inc., 207 South Street, 
this city, announce the appointment of 
A. E. (Ed) Perry as their representa- 
tive in the Rochester, N. Y. territory. 


A. E. PERRY 


Mr. Perry will make his headquarters 
at 302 Cox Building, Rochester, and 
will cover that city, Binghamton, Endi- 
cott, Johnson City, Little Falls and 
the entire upper New York State. He 
will sell Colonial’s complete line of 
black. and colored kips, sides and large, 
as well as their medium and popular- 
priced lines. 

Mr. Perry has had years of experi- 
ence in the leather business. His first 
13 years in the selling end was with 
a large kid manufacturer, covering New 
York State and Canada. Thirteen 
years ago he started selling on a com- 
mission basis for two well-known houses 
and is still representing them. 


Large Attendance Expected at 


cigs _ Charlotte Shoe Show 


@ L. B. EVANS' SON CO. @ 
WAKEFIELD, MASS. 
ERE A ARIES 9 








Berkeley Store Remodeled 


Aspury Park, N. J.—Harold S. 
Schwartz, operating Berkeley’s Shoes, 
here, has recently completed an entire 
remodeling and modernization program 
in his store. 

The exterior has been finished with 
a new and modern front of black Car- 
rara glass while on the interior, new 
flooring, new shelving, a new hosiery 
bar and 40 of the modern chrome steel 
fitting - chairs, upholstered in red 
leather, has been installed. 


CHARLOTTE, N. C.—It is expected that 
more than three thousand buyers from 
retail shoe stores and shoe departments 
in this area will be in attendance at 
the Charlotte Shoe Show, scheduled for 
July 10-12, at the Hotel Charlotte, ac- 
cording to C. O. Kuester, manager of 
the Chamber of Commerce, and Robert 
Levine, in charge of the show. 

Mr. Levine stated that he had already 
listed more than 50 manufacturers, 
wholesalers and jobbers as exhibitors 
and that he expects to increase this 
number to at least 100 before the show 
opens. He recently returned from a 
trip to the eastern shoe manufacturing 
and jobbing centers, contacting pro- 
spective exhibitors. 

Local shoe travelers in this district 
are cooperating in various ways with 
Mr. Levine toward the success of the 
showing. 





SIXTY-NINE 
HUNDRED... 


NEW PROSPECTS DAILY* 


Mrs. Day's Ideal ay shoes will be 
worn by om | Fay phe ne Bee, the earli- 
est stages of . What 
better reason eo yy apy to keep on 
wearing shoes of this brand as they 
row older? Mrs. Day's Flexible 
ard Soles (2-8) are sold in many 
Bg shoe departments and should 
sold in all. 


*Approximate number of new- 
com infants every day in U. S. 


FLEXIBLE Sous 


SOLES 
ja. IDEAL BABY 
MRS. DAY'S snoe company 
DANVERS, MASS. 




















Advertising Buck and 
“Nubuck” Leathers 


New YorK—The Tanners’ Council 
has clarified, in a letter to the National 
Better Business Bureau, the correct 
way to advertise buck and “Nubuck” 
leathers. The term “Nubuck” must be 
confined to leather made by the A. C. 
Lawrence Leather Company who regis- 
tered this name as their trademark. 
If the term “buck” or “Nubuck” are 
used in the retail field, advertisers 
should make it clear that the leather 
is a suede-finished or a_ buckskin- 
finished cowhide leather. 


Heavy Registration at 
Boston Show 


[CONTINUED FROM PAGE 41] 


opportunity to study the shoe and 
leather markets, prices and style trend 
and thus be better informed when mak- 
ing their plans for Fall and Winter. 
The committee of arrangements, un- 
der the chairmanship of Louis H. Sal- 
vage, of Louis H. Salvage Shoe Co., 
Manchester, N. H., has been busy dur- 
ing recent weeks perfecting plans for 
the accommodation of the trade plan- 
ning to come to Boston and the assur- 
ance can be given that nothing will be 
left undone to make available every 
facility for both exhibitors and buyers. 
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Golf Outing Planned During 
Boston Show 


Boston, Mass.—During past recent 
years the Boston Boot and Shoe Club 
has conducted an early Summer golf 
tournament, tying it in with the week 
of the Boston Shoe Fair, as an invita- 
tion affair for all buyers of shoes at- 
tending the shoe show and for members 
of the trade in general. 


F. C. DONOVAN 


The club has decided to continue this 
hospitable feature this year and has 
made arrangements for the tournament 
to be held at the Wollaston Golf Club, 
on Monday, June 6. This club has been 
again chosen because it is the one most 
convenient to Boston and also because 
its course at this time is in excellent 
condition. 

A special committee of the club, un- 
der the chairmanship of Frank C. 
Donovan, of F. C. Donovan, Inc., the 
well-known Boston leather merchants, 
is already at work on plans to make 
this tournament even more successful 
and hospitable than those held in past 
years. 

One of the special features of this 
golf meeting is the large array of 
beautiful prizes that are to be awarded 
to the winners in the severa] divisions 
of play. : 

All members of the shoe and leather 
trade are cordially invited to partici- 
pate and if they do, they may be cer- 
tain of a most enjoyable day of golf 
and good fellowship. 


Philadelphia Shoe 
Merchants Meet 


PHILADELPHIA, Pa.—The regular 
meeting of the Philadelphia Shoe Mer- 
chants. Guild, an organization of lead- 
ing shoe merchants in the central busi- 
ness district of this city, was held on 
Friday, May 6, at the Hotel Adelphia, 
with president T. Dun Belfield in the 
chair. 

The meeting, which was attended by 
the larger number of its membership, 
devoted itself to a discussion of the 
general situation in the trade and with 
a look forward to the conclusion of the 
regular Spring and Summer selling 
season. Along these lines it was felt 
that general clearance sales, so far as 


The LIQUID DEAL: 


relief from Athlete’s Foot. 


spreading to other parts of the body. 


FREE 


GOODS DEAL! 


D© Scholls 
os Oe nS 


45% PROFIT FOR 
6 Dr. SCHOLL’S SOLVEX $22 


Retail Value with ONE FREE $3.50 


Here’s your chance to cash in on the big Summer rush for 


Dr. Scholl’s SOLVEX is now available in LIQUID as well | 
as OINTMENT form—and you need both to meet all de- 
mands. In them you have the two OUTSTANDING rem- 
edies for Athlete’s Foot on the market today. They in- 
stantly relieve intense itching; quickly kill the fungi they 
contact and aid in preventing this infectious disease from 


Both Are NATIONALLY ADVERTISED 





American Magazine McCall’s 
Master Detective Look 
Pictorial Review Collier’s 
American Weekly Holland’s 

True Detective Mysteries 

Saturday Evening Post 

Each Deal is packed with 
the FREE GOODS in an at- 
tractive Counter Dispenser, 
ready to set up. 


Order at once! 


THE SCHOLL MFG. CO., Inc. 
Largest Institution in the World 
Devoted to Foot Care 
213 West Schiller St., Chicago 
62 West 14th St., New York 








The OINTMENT 
DEAL: 


9 Dr. SCHOLL’S 
SOLVEX $4°° 


6 (so¢ Size) $2.00 
3 ($1.00 Size) $2.00 


Retail Value with TWO 
50¢ SIZE FREE $7.00 








Guild member stores were concerned, 
should not be announced until July 5 
or after. 

In the general talk of business con- 
ditions there was a decidedly optimistic 
note in evidence regarding the volume 
of business to be expected during the 
remaining Spring and early Summer 
selling season, and that the stores were 
in a strong position to take care of it, 
without being overburdened with mer- 
chandise in excess of present demand. 

Following the business meeting, a 
luncheon was served in the course of 
which there was no formal business but 
a good deal of very interesting “shop 
talk.” 


Perfects Arch Exerciser 


Los ANGELES, CALIF.—C. H. Savard, 
proprietor of the True Step Shoe Store 
in the Broadway Arcade, has perfected 
a device designed to relieve fallen 
arches and to strengthen the arch 
muscles. 

The action of the spring arch plate 
pumps an abundance of fresh, pure air 
into the shoe at each step and forces 
out the poisonous vapors which come 
from the pores of the feet, thus reduc- 
ing the bad effects of perspiration. 
These arch exercisers are called 
“Spring-Foot,” and are constructed 
upon a new and exclusive principle, 
protected by extensive patent claims. 
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Carton Labels 


68 OF Se OF OO OF EF ce em COM ee ree ee 


TOLMAN- DAVIDSON 
—ADVERTISING PRESS, inc 
113 Lincoln Street, Boston, Mass 
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Reinforcement 
Vamp and Quarter Lining 


A, OO Oe CO, CF, CO, Com CO oe me Com CO OP LEO 





Non-Woven 
Non-Fray 
Reinforcing Material 
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Dancing Shoes and Taps 


6 A EF EF TED 


PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 





AB 40 
ABandC $1.50 
DAVID T. NATHAN 
138 Lincoln St., Boston, Mass. 

















Maryland Leather Co. Opens 


BALTIMORE, Mp.—J. Jacobs, trading 
as The Maryland Leather Co., has 
opened for business at 509 Pennsyl- 
vania Ave., where he is carrying a 
comprehensive line of leathers as well 
as a complete line of shoe supplies for 
shoe repairers and stores. 





Shoe Shops Show Gain 
in Output and Payrolls 


MARLBORO, Mass. — Marlboro’s con- 
tribution to the Easter parade was 
shoes—800,000 of them — “backed by 
over a century of experience in shoe 
making,” according to George C. 
Clarke, industrial commissioner of the 
Chamber of Commerce, after a check- 
up of local products. 

Analysis of payrolls, he reported, 
showed that in three months of this 
year, employes of four union shoe fac- 
tories earned almost twice as much as 
they did in the corresponding period 
last year, although wages last year 
were 10 per cent higher. 

Five union shoe shops, including one 
established in February, paid wages 
totaling $308,265 in the first three 
months of this year, against $150,424 
for the four shops in the same period 
of 1987, he said. He added that two of 
the three open shops, all manufacturing 
men’s shoes, have also shown gains over 
last year. 





Capitol District Retailers Meet 


SCHENECTADY, N. Y.— The Capitol 
District Shoe Retailers Association at 
a meeting held on Friday evening, May 
6, heard Joseph W. Bartlett, president 
of the W. L. Douglas Shoe Company, 
speak on the interdependence of agri- 
culture and industry. The talk was 
broadcast over the WGY Farm Forum. 
Mr. Bartlett was guest of the shoe deal- 
ers at a dinner held at the Hotel Van 
Curler preceding the broadcast which 
took place from Rice Hall. The dinner 
was presided over by J. L. Patton of 
Patton & Hall, of this city. 

The shoe men also viewed a showing 
of the “House of Magic” and heard an 
illustrated lecture on “Outdoor Hob- 
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SELL BASS 
SADDLE OXFORDS 


Twice the Wear 


In Every Pair 





Formally correct, informally com- 
fortable. Bass Saddie Oxfords are 
designed for style and built for 
sport. Their Bass craftsmanship 
assures long life. 

Active men and women are proud 
to be seen and proud to play in Bass 
Oxfords. Spring’s the time to dis- 
play these sport and style leaders. 
The rest of the Basa line, too! 
There’s a shoe for every outdoor 
purpose. By the makers of Bass Ski 
Boots and WeeJuns. If you haven’t 
received your price list and catalog. 
write today. 


G. H. BASS & CO. 
309 Main St. Wilton, Me. 











bies” by William A. Gluesing of the 
General Electric Company. Also speak- 
ing on the Farm Forum was Robert 
Zahour of the Connecticut Light & Pow- 
er Corp., and Edward W. Mitchell, who 
were guests of the shoe association at 
the dinner. 





Shoe Notables at Anniversary Celebration 














Several men well known to the shoe trade were guests at the recent banquet given 
by Wetherhold & Metzger of Allentown, Pa., in celebration of their 30th anni- 


versary. Among these men were James E. 
Shoe Co., North Adams, Mass.; Alfred W. Donovan, president 


Wall, president of the Wall-Streeter 
of E. T. Wright & 


Co., Inc., Rockland, Mass.; S. K. Bruce, sales manager of the men’s and boys’ 
division of the International Shoe Co.; Lee Langston, executive vice-president of 
the National Shoe Retailers’ Association; Charles H. Brown, of Charles Henry 
Brown & Son, and Paul S. Siren preneent of the Philadelphia Shoe Travelers 


Association. Seated above are Joan 


ing; Owen W. Metzger, president of Wether- 
hold & Metzger; Alfred W. Donovan and James E. Wall. 
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16/8 Cuban Heel 
R2415 White Kid. . .$2.10 


21/8 Continental Heel 
R2414 White Kid. . . $2.10 


11/8 Flat Heel 
R2417 White Kid. . .$2.10 


AA and B widths only 
SEND FOR A COMPLETE WHITE BULLETIN 


ANNAHSON 


16/8 Cuban Heel 
R2413 White Kid. . .$2.10 


21/8 Continental Heel 
R2412 White Kid. . $2.10 


AA and B widths only 











HAVERHILL, MASS. 














On Fishing Trip 


Boston, Mass.—John S. Whittemore, 
a former president of the National Shoe 
Travelers’ Association, and Harry 
Hunter, New England representative 
of the G. H. Bass & Co., have polished 
up their fishing tackle and are at the 
Avonmore Club, whose camps are lo- 
cated some 200 miles north of Mon- 
treal, Canada. 

They intend to stay for about three 
weeks, giving all their time to fishing 
and hiking; in other words they intend 
to have a good lazy time, far removed 
from the smell of leather and the wiles 
of civilized life. This vacation for Mr. 
Whittemore has been an annual cus- 
tom for the past 20 years, and in recog- 
nition of his loyalty he has been made 
president of the club. 


Slater Named Shoe Manager 


CHARLESTON, W. Va. — Charles 
Slater, who has been a shoe salesman 
at Frankenberger & Co. for the past 
13 years, was recently made manager 
of the shoe department which carries 
men’s shoes exclusively. 

Mr. Slater is conducting a class for 
the entire sales force in shoe fitting, 
foot anatomy, and general construction 
of shoes. This class meets once a week 
and has over a period of ten weeks. 


Mr. Slater states it has been a very Wisconsin. Mr. Johnson succeeds Joe children. 


successful venture. 


W. B. Johnson Joins 
Rice-O’ Neill 


St. Louis, Mo.—William B. Johnson 
has joined the sales force of the Rice- 
O’Neill Shoe Company. He will cover 


W. B. JOHNSON 


Ohio, Indiana, Illinois, Michigan and 


Regelman in this territory, who died 


of heart trouble, April 17, at St. Louis, 
after a prolonged illness. Mr. Regel- 
man ranked as one of the industry’s 
top-notch shoe men and had a _ host 
of merchant friends. 

Mr. Johnson brings to Rice-O’Neill 
a splendid background of success in 
selling and merchandising women’s 
shoes. For the past five years he has 
been with Forest Park Shoe Company, 
branch of Brown Shoe Company, do- 
ing special promotion work largely in 
the department store field. Before that, 
he was head of the William B. John- 
son Shoe Company. To go back farther, 
he was with the United States Shoe 
Corporation in the early ’20’s when 
the Cincinnati market went through 
its prolonged labor strike. 

Probably more people in the United 
States have heard the name of William 
B. Johnson mentioned than that of any 
other shoe man, for he is the Charlie 
Bergen of our industry. He possesses 
a delightful sense of humor and an in- 
nate ability to work out funny situa- 
tions. 


Named Assistant Shoe 
Manager 


Las Cruces, N. M.—H. G. Richard- 
son of Albuquerque and Los Angeles 
has been appointed assistant manager 
of the White House and will specialize 
in fitting shoes for men, women and 
He has had many years’ 
training in the shoe business. 
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Ballet Slippers 
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BALLET SLIPPERS 


Right and Left Lasts 
Black Kid 
e. 600— 


N 

Yop Grease 
Wom. Miss Child. 
$1.35 $1.30 $1.25 





0. 
Wom. Miss Child. 
$1.20 $1.15 $1.10 
BROOKS SHOE MFG. CO 


_Swanson_and Ritner, Philadelphia | 
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Men's Shoes 
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WATER 


RESISTING TANMNAGE 


GREAT EASTERN SHOE CO. 
186 LINCOLN STREET 


BOSTON 








C.C.C. Shoe Contracts 
Awarded 


Boston, Mass.—The Boston Quarter- 
master Depot has placed six orders for 
shoes for the C.C.C., totalling 495,560 
pairs, at prices substantially below 
those at which contracts were let on 
January 28 of this year. At that time, 
service shoes of the style known as 
Type B were bought for prices of from 
$2.28 to $2.33 a pair. Type E shoes 
were bought at the same time for from 
$2.14 to $2.19. 

At this time, however, prices on the 
Type B shoes ranged from $2.19 to 
$2.22; and those on the Type E shoes, 
from $2.08 to $2.07. This price de- 
crease, however, it will be noted, is con- 
siderably less. than that shown between 
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purchases made late in 1937, and those 
of January 28 of this year. In other 
words, the price curve, as shown by 
army purchases, is flattening out and 
establishing a bottom. 

Im the contracts awarded May 65, re- 
ferred to in the opening paragraph, two 
lots both of 61,700 pairs of Type B were 
awarded to the International Shoe Com- 
pany, as well as the same quantities of 
Type E. The Endicott-Johnson Cor- 
poration received the contract to make 
two lots of 123,390 pairs, equally di- 
vided between the two types. 

The major difference between these 
two types of shoes is that the more ex- 
pensive are equipped with leather soles; 
and the less expensive, with compo- 
sition soles of the cord type. 


Opens New Shoe Department 


CLEVELAND, OHIO — The Fries & 
Schuele Co., Cleveland department 
store, located at West 25th Street & 
Lorain Avenue, recently opened a new 
shoe department for women and 
children. It is located on the second 
floor next to the ready-to-wear section. 
Although the company is 70 years old, 
this marks its first venture in the foot- 
wear field. 

Metal furniture, X-ray fitting equip- 
ment and indirect lighting are fea- 
tures of the department. 

Foster Narrows, veteran Cleveland 
shoe man, is manager of the depart- 
ment and M. Becks is assistant man- 
ager. 





BUY WISELY AND 
SELL PROFITABLY 
@ 
Save 3%, on 
Cd BALL-BAND 
|| WATERPROOF FOOTWEAR 
e. and 
Basketball Shoes 


by placing your order 
before July | 


@ 
Write us direct if you 
want to see samples at once 





Forecasts for Kid in Fashion Show 





Group of Kid Tanners Presents Striking Exhibition in Beau- 
tiful Setting before Manufacturers, Merchants, 
Stylists and Fashion Writers 


JOHN B. BLATZ 


New York, N. Y¥.—A “Preview of 
Early Fall Trends” was presented by 
a group of kid tanners on the after- 
noon of May 4 in the ballroom of the 
Ritz-Carlton. In this luxurious setting 
a selected group of beautiful manne- 
quins, including the prize-winning 
model, Virginia Judd, exhibited a series 
of costumes for casual street to formal 
evening wear, before an enthusiastic 
audience of several hundred manufac- 
turers, retailers, stylists and fashion 
writers. 

Coming in advance of the ready-to- 
wear showings, these costumes were a 
clever forecast of what will be typical 
of smart Fall fashions, Kidskin shoes 
were worn with every costume to bring 
out the fact that this leather—in varied 
treatments—is appropriate for every 
type of footwear. Three little kids, 
shown gamboling on the drop-curtain, 
and three little girls—“kids” also— 
opening the runway show, were amus- 
ing ways of highlighting kidskin at 
the start. 
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John B. Blatz, chairman of the Kid 
Tanners Group, in opening the show, 
said: “Our main purpose in this show 
has been to develop ideas on women’s 
kid shoes and coordinated accessories, 
ideas that could be of definite merchan- 
dising assistance to you retailers in 
your Fall program. Our efforts will 
have been thoroughly rewarded if we 
succeed in doing that even to a small 
degree. 

“We have been greatly aided in our 
work by shoe manufacturers, designers, 
bag makers and women’s clothing crea- 
tors in making our presentation, and | 
want to take this opportunity to thank 
all those fine companies mentioned in 
the program—(as contributing mem- 
bers the following: Agoos Leather Com- 
pany, Allied Kid Company, Amalga- 
mated Leather Companies, Inc., Wm. 
Amer & Company, Beadenkopf Leather 
Company, Burk Brothers, Dungan Hood 
& Company, John R. Evans & Com- 
pany, Mitchell & Peirson, Inc., Surpass 
Leather Company.) 

“The reason that prompted us to 
put on this Fashion Show was because 
we wanted to help the shoe industry.” 

Jure Hamilton Rhodes presided and 
interpreted throughout. Jessica Daves, 
of Vogue, and Esther Lyman, of 
Harper’s Bazaar, made some interest- 
ing comments on the appropriateness 
of kidskin in the present fashion trend 
toward soft dressmaker treatments in 
clothes. Lighting and decorations were 
by Howard Ketcham. 


5st. LOUIS, MO 


HOLLYWOOD 
FAVORITES 


uck Buffer 


THE STAR WHITE CLEANER FOR 
BUCK, SUEDE AND FABRIC SHOES 


Show Your Customers How to Solve a Summer Problem 


The Hollywood Way! 


A few pats with the raised side of a Buck Buffer restores original nap and brilliance. .then.. 
turn the convenient cleaner over and use the buffer to remove all excess powder. Each 
Buck Buffer is smartly packed in a dustproof rubber envelope to insure absolute cleanliness. 


MAKE THIS TEST. Send us your order for one dozen Buck Buffers and if, after showing 
and suggesting them for one week, you're not entirely satisfied, we'll make an immediate 


Retails for 25¢ © Your cost, $1.50 per dozen. 


WIZARD COMPANY 


WALSALL ENG 


Well known as the scene of a good time, the semi-anuual stag parties of the 
Boot and Shoe Travelers Association of New York always bring together a large 
crowd of shoe men representing nearly every state in the country. 


New YorK—The Boot and Shoe 
Travelers Association of New York 
held their semi-annual beefsteak dinner 
at the Hotel Roosevelt on Tuesday eve- 
ning, May 3. These affairs are held 
twice a year at the time of the Shoe 
Fashion Guild Showings, and all shoe 
men who are in the city at that time 
are invited to attend. This year there 
were over 400 shoe men, comprised of 
buyers, manufacturers and retailers, in 
attendance at the dinner, which, by 


popular acclaim, was declared the best 
yet held. 

Following the dinner, an entertain- 
ment program, comprised of seven acts, 
brought together by Tex O’Rourke, 
well-known master of ceremonies, was 
presented. But voted the best act of 
the show was Larrie Sass, genial and 
well-known representative of Johansen 
Bros., who took the part of a ventrilo- 
quist’s dummy and brought down the 
house with his “Charlie McCarthy” 
actions. 
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Flexible, Shape Retaining 
NURSES’ OXFORDS 
Made on the 







IN-STOCK 


OWENS SHOE Co. 


No. 2005 
White Kid 
AT Gat” 28 Goodhue St., Salem, Mass. 
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What’s New 


Shoe Form Co. 
Awarded Patent 


AUBURN, N. Y.—Patent No. 2,113,- 
683, covering a new type of box con- 
struction, has been issued to William 
J. DeWitt, of the Shoe Form Co., Inc., 
Auburn. 

The new box is characterized by re- 
inforcing corrugation which serves a 
double purpose of giving the box added 
rigidity and at the same time providing 
ducts for ventilation. 

Planned originally as a container for 
shoes the box has other practical ap- 
plications which undoubtedly will be 
brought to light in new products from 
the Shoe Form or Bait Division of the 
Shoe Form Co. 


Trade mark registration of the word 
Non-Flam to designate the plastic 
cellulose sheet material used in some 
of their products has just been granted 
to the Shoe Form Co., Inc., of Auburn, 
New York. 


New Type Soles and Heels 


WAPAKONETA, OHIO—The Lithox Cor- 
poration has recently been incorporated 
for the manufacture of Metal Flex 
soles and heels, Lithox soles and heels 
and Lithox sheet material. The cor- 
poration was founded for the purpose 
of manufacturing products of the 
S & K Rubber Co., well known in the 
shoe trade by these soles and heels. 

The Lithox process of making soles 
and heels features combination of 
Lithox tread with tire cord at the base 
to prevent spreading and bulging, so 
that the sole does not become :ragged 
when worn. It is said to be particularly 
good for use on semi-dress shoes, giv- 
ing the benefit of the rugged wearing 
results required of heavy service shoes. 

Lithox is compounded of mineral and 
organic materials with cotton as an in- 
sulator base, having a cushion under 
the ball of the foot to insure comfort. 
This will be manufactured under the 
supervision of A. F. Smith, who has 
had many years’ experience in dealing 
with this material. Operations at the 
plant are expected to start not later 
than June 1. 


New White Cleaner 


NEWTON, KAN.—Zif is the name of 
a new white powder cleaner for shoes, 
which is being placed on the market 
by Brinnon-Ross, Inc., of Newton. The 
powder is in a tube and feeds out 
through a rubber sponge. The sponge 
adds to the efficiency of cleaner as it 
aids in rubbing the dirt out and the 
powder in. Zif may be carried in mi- 
lady’s bag or in a man’s pocket, and it 
cleans without soiling the hands. 

Richard Brinnon, sales manager, has 
just returned from a trip through the 
middle west and reports that this new 
cleaner is meeting with ready accept- 
ance among the shoe trade. 





Pleasant Surprise 


MIAMI, FLA.—There was a pleasant 
surprise in store for Simon Nissen- 
baum, son of Michael Nissenbaum, who 
died here recently. He had operated 
a shoe repair shop. 

When I. A. Newton tried to operate 
a buffing machine in the shop after 
having purchased the shop from the 
heirs, the machine wouldn’t function 
and he called in an electrician. The 
electrician finally withdrew from the 
machine’s switchbox a leather pouch 
containing a cigarette package, devoid 
of cigarettes, but containing $400 in 
postal savings certificates. 

Mr. Newton is trying to communicate 
with Simon Nissenbaum, who, it was 
said, recently left for Jamaica, N. Y. 
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ELAM'S. 


PRE-WELTS 


It's sound merchandising to carry a children's 
line based on the sound principles of correct 
fitting and foot health. These living prin- 
ciples are embodied in Elam's Pre-Welts. 









509—White Elk & 
Moccasin Toe 





: ESTER, N.Y 
DISTRIBL LORS 


F.S.ELAM SHOE CO. 








Erdman Shoe Store 
Remodeled 


Norwoop, OH10—The Erdman Shoe 
Company has recently remodeled its 
store front and interior into a modern. 
up-to-date store, with new tubular fur- 
niture and modern up-to-date lighting 
effects, new floor coverings, etc. The 
remodeled store is very attractive and 
has received much favorable notice and 
comment. 

The business was started Aug. 17, 
1899, at Norwood by Joe and Arthur 
Erdman, deceased. Thirty-one years 
ago they built and moved into their 
store building at 4683 Main Avenue. 
Norwood. Today the business is be- 
ing managed by Lou and Elmer Erd- 
man, sons of Joe Erdman. Better grade 
merchandise only is carried. 





New Health Spot 


Shop Opened 


CHIcaGO—The Musebeck Shoe Com- 
pany have just recently opened their 
second Chicago Loop Health Spot Shoe 
Store at 163 West Randolph Street. The 
shop is modeled after other standard 
Health Spot Stores and is equipped 
with an X-ray machine, foot balancer. 
and foot massager. Color scheme is 
in beige and green with chrome and 
leather-upholstered furniture. Willia 
E. Mareck is manager. 
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Emil Eitel — Karl Eitel — 


NU-MATIC SHOES ARE 
UNION MADE, 





EXTRA FINE QUALITY 
PIG LEATHER INSOLE 

















SELL A FEATURE CUSHION SHOE 
that Builds and Holds Business 


Saleemen: Choie- 
Territories Open. 

















SCIENTIFIC SEWED 
HEEL SEAT 














Roy Steffen 





CAVALIER 


THE 


SHOE MANS 
POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
POR EVERY SHOE STORE NEED 
WRITE 


CAVALIER-BALTIMORE, MD. 











VENTILATED. 
bh 


NEW SPRING 100% NAIL-LESS HEEL 
AND ELASTICITY SEAT, NO NAILS TO 
TO EVERY STEP PUNCTURE FOOT 
































Kobe WL 





The RIGHT FEATURE cushion shoe which has undergone the 
acid test of several years manufacture will produce REPEAT 
PROFITS for you. 
“cushion” and “nail-less” features are virtually non-competi- 
tive. Send for our Catalog of Men’s and Women’s Shoes. 
Beware of Imitations. 


Nu-Matics with their patented, scientific, 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Mu Matic 


CUSHIONED SHOES 


Exclusively Manufactured by Rehn Nu-Matic Shee Mig. Ce., 512 W. Florida St, Milwaukee, Wis. 





Designs Shoes to Furnish 
Correct Foot Balance 


[CONTINUED FROM PAGE 34] 


gree of the deformity, but no matter 
how few the cases can be helped, it is 
worth the effort, for who can measure 
human happiness? 

“It is too bad that the art of foot 
balance is not taught in regular 
schools; there is a great field for it 
and it could be a great help to the 
surgeon the same as the pharmacist is 
to the doctor, acting as his technician. 
However, the graduate would have to 
have some standing, so that there 
would be no room for those who are 


not capable of doing that type of 
work. It is my hope that some day it 
will receive recognition and the ortho- 
pedic shoe business will get a semi- 
professional status with responsibility 
for honesty and truthfulness.” 

“We in this store at least have rec- 
ognized our responsibility and do guar- 
antee those unfortunates that must 
have shoes made to order that they 
either get comfort or they get their 
money refunded in full within sixty 
days,” explained Mr. Palter. “We do 


Illustration shows how, in many cases, it is possible to compensate for 
short leg by substituting shoe with specially designed mould for the 


heavy built-up om shown at the left. 


The shoe at the left represents 


old method, the second shoe the new way. 


not attempt to step out of our field as 
shoe men, and do not claim to be doc- 
tors. In our field as shoe men we feel 
competent enough to be able to give 
comfort to those feet that we undertake 
to make shoes for. We are not afraid 
to risk a refund, although it means a 
total loss of time, labor and money, for 
the shoe will not fit anyone else. 

“Of course, in extreme cases, we 
make what we call a dummy shoe first, 
which the customer wears around the 
house to determine its comfort possi- 
bilities before we make the regular 
shoe. Even at that, the loss is tremen- 
dous, for most of the work is done in 
the dummy. The last, the mold, the 
pattern and the dummy shoe are all 
done and there is where most of the 
cost of making the shoe has already 
been spent.” 

Results, however, are what count 
most of all in a business based on 
service, and this store, with its back- 
ground of over 80 years in the shoe 
business, has a file of letters that prove 
the unusual results accomplished in 
many difficult cases. So, it’s really no 
wonder that customers come from far 
and near. 

The staff of the store, all experts in 
their work, includes Harry Green- 
berg, Si? ney Posner and Mrs. R. Getz, 
besides ae partners. Mr. Greenberg 
assisted with technical information in 
the preparation of this article. 
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SALESMAN WANTED SALESMAN WANTED FOR SALE 
Se, Stee ee FOR SALE 


WANTED 


High grade salesman well ac- 
quainted with the trade throughout 
the Northwest and who knows 
how to sell a medium priced line 
of women’s shoes in quantities. 
None others need apply. 

Address F-788, Care 


needy. & Ey J oy aa 
aw York, N. Y. 








Slipper Salesman Wanted 


Manufacturer just starting business wants salesmen. 
All territories open. 20 samples of men’s and 
women’s hard sole leather slippers to retail from 
$2.00 to $3.00. Only those having depart- 
ment store following need apply. Give full details 
in application. Straight commission. 
AMERICAN MAID SHOE CO. 
Mandelein, Illinois 








“OHIO SALESMAN” 


Ohio and adjacent territory open for na- 
tionally known line of children’s and growing 
girls’ shoes. Real opportunity for capable 
man. Write full details, experience, age and 
financial gov reese 
Address F795, 
ae & SHOE RECORDER 
West 39th 
how York, ad T° 











SIDELINE SALESMEN WITH FOLLOW. 
ING AMONG SHOE BUYERS. nya oe 
powder shoe cleaner in handy container. 
better, faster. UNITED STATES PATENT 
PENDING. Proven seller. Restricted terri- 
tory. Credit for mail orders. Only those ap: 
— considered which give name of line 
is information confidential. 


rried. 
BRINNON-ROSS, INC., Newton, Kas 





WANTED by wholesale shoe house a sales- 
man for State of Pennsylvania to carry a 
line of women’s fast moving novelty shoes to 
retail at $2.00, strictly commission basis. Can 
be carried with non-conflicting lines. Address 
F-794, care Boot & Shoe meprents 239 West 
19th Street, Néw York, N. Y. 





SALESMAN wanted to carry a_ nationally 
known line in stock numbers of athletic foot- 
wear, riding boots, work shoes, moccasins, rub- 
bers, tennis. Territories open New Jersey, 
Penna., and the New England States. Must 
have experience and following. Drawing against 
commission. Arnoff Shoe Co., 101 Duane St., 
New York City. 





of rubber footwear, tennis, sandals and sport 
shoes, for New York State, Western Massachu- 
setts and Connecticut. Write giving age and 
experience to Boot & Shoe Recorder, Box F-787, 
239 West 39th St., New York City. 





\LESMEN well acquainted with chain stores, 
department stores and better retailers to carry 
a manufacturers line of men’s and boy’s hard 
sole slippers $1.00 to $1.98 retailers. All terri- 
tories, Address F-793, care Boot & Shoe 
eS 239 West 39th Street, New York, 





SALESMAN to handle a complete line of 
women’s leather sole house slippers and 
sandals; also men’s leather sole slippers. State 
references and xg ig when mere 2 “ 
dress F-791, care Boot & a © pa rc 
West 39th Street, New York, N. 





WANTED a go-getter in Kentucky and Ten- 
nessee for a nationally know line of house 
slippers carried in stock. Strictly commission 
basis. Staples and novelties. Give all details 
first letter. Only men of experience need apply. 
Man under 50 preferred. Address F-790, care 
Boot & Shoe Recorder, 239 West 39th Street. 
New York, N. Y. 


Attractive ——_ Grade Family Shoe 
Store specializing in —_ and ortho- 
pedic Footwear. Well esta’ 
years on Broadway, New York City. 
Will sell for Cash Pops | to responsible 
private party (due to illness). 
Address F-796, Care 
BOOT & SHOE RECORDER 
239 West 39th Street 
New York, N. Y. 














POSITION WANTED 





HOE salesman, retail, on women’s $3-$6 shoes. 
looking for a steady position. 24 years ot 
age. Seven years’ selling experience. ill con. 
sider any steady sales position—regardless of 
ry—anywhere. Would also be willing to 
break in as wholesale shoe salesman or in the 
men’s line. Really desirous of future. Address 
F-784, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





WANTED TO PURCHASE 











LINE WANTED 


SALESMAN wants fast selling line of women’s 
dress shoes—to retail from $4.00 to $10.00. 
Selling territory in Connecticut. Address F-786, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








MEN'S AND LADIES’ LINE .WANTED 

in Minn. and northwest territory where I 
have called for twenty years, selling Retailers, 
Department and Chain store buyers. Sober, 
Industrious and Reliable. Best of reference. 
Address F-789, care Bopt & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





WANTED a a line of Beach Sandals, Growing 

Girls’ McKays or Men’s Dress line for New 
England trade. Has had 20 years’ experience. 
o be used as side line. Address F-729, care 
Boot & Shoe” Recorder, 239 West 39th Street. 
New. York, 


SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 

BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y 
Telephone WORTH 2-5180-518! 














WE BUY 
Entire or fang Wholesale and Retail 
Stocks. randed Shees such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 


ity, reserver, ity, Los 
onians, Stetson, Red Cross, Nunn-Bush. Etc. 
IBVIN BUBIN 
“The House of Jobs’’ 


89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 











FOR SALE — 


RETAIL Family Shoe Store, established busi- 

ness, standard lines, 100% location, popu- 
iten twenty-five oat. twenty-five — 
from Buff: nonce N. Opportunity. Owner ha: 
other in Aiden F-792, care ob & 
Shoe ome. 239 West 39th Street, New 
York, N. Y, 











Buyers of Surplus Stocks 
trom" manufacturers, obbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phene WOrth 2-5377 and 5378 














address should be counted. 





mum charge, 75 cents. For all other classified 


| 
: | 
4 | 


CLASSIFIED ADVERTISING RATES ‘ | 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed Savertiaeailities Mini- 
advertisements the rate is 7 cents per word. Minimum charge, gre 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate ‘for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “4 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





DR. PYLES FOOT OSCILLATOR 


The Most Remarkable Contribution te shee ia 
out of the ordinary 


it 

te 
i 
ha 


E 
E 


Pa 
i 


Can be operated by customer or clerk with simplicity. 
Price $38.50, F.0.B., Stockton, Califernia. 

Shipped on FREE trial anywhere in the USA 

WRITE TODAY for this liberal ote. Sold on 


THE THE Vi- PED-EX CORP. STOCKTON, CALIFORNIA 








The Editor’s Outlook 


[CONTINUED FROM PAGE 26] 


his stock only two and a half times, 
it was considered pretty fair. 

“NOW—a stock must turn every 
ninety days or we are licked. A buyer 
can make money today on a three-times 
stock turn, but his stock is much more 
salable and liquid if it is turned four 
times a year. The big point is, stocks 

- must be kept clean, for when styles are 
out they are dead. Merchandise is either 
fast-moving or else we are stuck with 
it. A shoe may be the fastest seller 
in August and yet be the slowest in 
October. Few of us are trying to make 
money on just turning our stocks fast, 
as we are much more interested in 
keeping those stocks clean. Nobody ever 
made money selling good shoes when 
their eyes were glued on the stock-turn 
problem. 

“In the past five months of Spring 
shoe selling we have experienced. three 
distinct color promotions—colors that 
we must have in order to satisfy our 
patrons. Unless the stock was in a 
liquid condition, it could not have ab- 
sorbed the new things when they came 
along; then we would have lost con- 
siderable prestige and sales. 

“Price does not move shoes any more, 
unless the marked price is extremely 
low; then it attracts the price-hunter 
only and not the regular trade which 
in the past has absorbed some of our 
odd lots when the latter have been re- 
duced a reasonable amount.” 


Incorporates New Store 


New Haven, Conn.—Charles B. Cole, 
Edward E. Cole and Joseph Stern are 
incorporators of the Lila Mae Bootery, 
Inc., 58 College St., handling women’s 
shoes, Authorized capital is $25,000. 





The Complete Line oj 


Most Successful 
ZIPPER SPAT 
Manolis Manufacturing Co. 

No. Crawford Ave., 
Chicago, Ill. 
epresentatives Wanted 




















Men Accepting Colorful Shoes 


Wicuita, Kans.—“Men are accept- 
ing colors in their footwear more so 
this Spring than I have ever known it,” 
declared Ray Miller, manager of the 
Walk-Over store. Tan and grey are 
especially popular colors with the ven- 
tilated shoe starting to move rapidly. 
Business has been brisk with black, 
grey, tan and beige. Two-tones are 
much wanted, particularly in the combi- 
nation of beige and tan. 

The well-arranged shoe department 
on the main floor of Rorabaugh-Buck’s 
is building up a business catering to 
the chic trade, women who want daring 
styles. Early Summer shoes are al- 
ready in demand, a new string colored 
mesh combined with patent being popu- 
lar. While patent leathers are moving, 
it was reported that tan calfs never 
went over so well before. 


ORIGINAL 
MARVELOUS 
DYES 


A 30-Day Trial 
Will Convince You 


i! @ Absolutely harmless 


@ Neutralized for dyeing al! 
fabric footwear. 

@ The dye levels itself 
while drying. 

@ Dyes quickly, safely, sat 

isfactorily. 


Color card and satin scraps 
sent on request. 
Originators of fabric slipper dyes and dye cun 


Fw to the largest manufacturers of shoe 
‘abri 


Original Marvelous Dye Co. 


299 Adams St. Brooklyn, N. Y. 





No Mis-Mates with Mate Marks 
2450 2450 2450 








EDUPNEDE: 
Shoe Re-Shaping Devices 
Alter Shoes to Fit 
Abnormal Feet 


Make the necessary 


fitting adjustments to provide 


foot "SE 


DUNDE SHOE RE-SHAPING DEVICES, INC. 





G. A. Bauman Transferred 


DAYTON, OHI0O—George Bauman, who 
had been manager of the Dayton Nis- 
ley’s store at 43 West Fourth Street 
for the past year or more, has been 
transferred to his home town, Toledo, 
where he has been promoted to man- 
ager of that store. While in this city 
Mr. Bauman made a wide circle of 
friends who, while happy over his pro- 
motion, regretted his leaving Dayton. 

Ralph Blake, who had been in charge 
of the Nisley store in Fort Wayne, Ind., 
succeeds Mr. Bauman in Dayton. 
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F. P. Riley Given Dinner 


New York—F. Paul Riley, who has 
resigned as executive manager of the 
Walk-Over stores in the metropolitan 
area to join Stern Bros. as women’s 
shoe buyer, was tendered a testimonial 
dinner by his former business asso- 
ciates at the Hotel Taft on Thursday 
evening, May 5. 

Adolph Flaum, manager of the Walk- 
Over 510 Fifth Avenue store, acted as 
teastmaster and Joseph Doyle, of the 
same store, was master of ceremonies. 
Among the guests were Mrs. F. Paul 
Riley, Miss Ella Nilsson, of the Ferry- 
Hanly Advertising Agency, and:James 
O. Macauley, of Evans & Macauley, dis- 
tributors of Walk-Over Nurses Shoes. 

Mr. Riley was the recipient of sev- 
eral beautiful gifts, given him by his 
friends in the Walk-Over organization. 
Among them were an electric chime 
clock, presented to him by the officers 
and directors of the Geo. E. Keith Com- 
pany, the presentation being made by 
Fred L. Hasey, general manager of all 
Walk-Over stores; a radio, presented 
to him by A. Flower, assistant manager 
of the 510 Fifth Avenue store, from 
all his friends and associates of this 
store, and an album, which contained 
all the letters and telegrams collected 
by Mr. Riley’s secretary, which had 
been received congratulating him on 
his new appointment. The book was 
signed by all members of the organi- 
zation and guests at the dinner. 

Talks were made by various Walk- 
Over store managers in the metropoli- 
tan area and various other guests at 
the dinner. Mr. Riley was made the 
first honorary member of Highlanders’ 
Association of New York Walk-Over 
employees by Jack Hoffman, president 
of that organization. 

New Children’s 
Department Opened 

PROVIDENCE, R. I.—A new and great- 
ly enlarged children’s shoe department 
has been opened at Leon’s Shoe Store, 
182 Union St., with an array of 
originally - designed, full color char- 
acters around the walls. Of great in- 
terest are Snow White and the Seven 
Dwarfs, Popeye and several other 
popular figures. Figures are machine- 
cut of beaver board, and are excep- 
tionally attractive. 

The children’s shoe department is 
about 20 by 60 feet in size and will 
soon have a new water pool with fish 
and sand to delight the visiting young- 
sters. Leon Flanzbaum is owner and 
manager and reports that already 
children are showing keen delight at 
visiting his store. 


Packard-Rellin Remodeled 


MILWAUKEE, Wis. — Modernization 
has been completed at the Packard- 
Rellin shoe store here. The enlarged 
store features a soft tan, beige and 
white color scheme, restful chairs, at- 
tractive display cases and year-around 
air-conditioning. 
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VI-PEDEX CORP., Stocktot, Cal. oo... ccc cc deeccs ccccccccsccccccesess 55 
WELLS, GUS V., Des Moines, Towa................ 0c cece ence ec ccecceeeeeeeees 55 
WIZARD COMPANY, St. Louis, Mo. .......... 2... cece cece cece cee eeeeees 5 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City ..................20006 ceeeceeeeee: 54 
Wert, Wl, Cbg han oe ec reece cece cc ens pecceces: 53 
HOTEL LENNOX, St. Lowis, Mo. .................00. “GES Tatu a 55 
FRU EIe PRUE, INGW NOG City ook iki ccccccicctn sere Wesewopnascccesocecss 54 
KIRSCH-BLACHER CO., INC., New York City eee sana 5's 5,0» « 54 


TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass. ....... ... 











ae ) 
J 








/ 


2 O'Connor & Goldberg 





VA Le bresti 





(Plat ovens . «. « There's a decided uplift in shoes these days, and the height of fine artistry and craftsmanship is 


reached in this platform shoe by LoPresti. Ever so soft and light, with white chiffon kid deftly draped above a platform sole. It is 
made with COMPO Equipment and Adhesive, of course. That’s why it moulds so perfectly to the foot and holds its trim, smooth 
lines. So, join the uplift movement. Elevate the standard of your shoes of every type by insisting 


that they be made the most modern and approved way — with COMPO Equipment and Adhesive. 


COMPO SHOE MACHINERY CORPORATION - BOSTON, MASSACHUSETTS 
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OH line of chil- 
: dren's and girls’ white shoes 

for Summer. Call or write 

your nearest warehouse to 


have a salesman visit you. 
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ENDICOTT JOHNSON 
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3305—Misses’ White Side Monk 
Side Strap, 8/8 Leather Heel, 
Cempro Construction. Sizes 
7 © aE A SS $1.17), 
3305!/—Child's Sizes 81/2/12. 5/8 
Leather Heel A 
3304—Girls' Sizes 3!/)/8. 
Leather Heel 


1788—Girls’' White Side Mud 
Guard Oxford, Vamp and Quar- 
ter Perforations, Nickel Oblong 
Eyelets, Rubber Sole, 10/8 Rub- 
ber Tap Heel, McKay Construc- 
tion. Sizes 2!//9 $1.32! 
1789—Same with Brown Mud 
Guard. 


3364—Girls'’ White Side Mud 
Guard Oxford, Brown Mud Guard 
and Eyelet Trim, 11/8 Leather 
Heel, Cempro_ Construction. 
Sizes 3!/2/8 
3365—RMisses' Sizes 12!/2/3. 8/8 
Leather Heel .. .. $1.25 
3362—Girls' Sizes 31/58. “All Over 
$1.40 





White ° 
3363—Misses' Sizes 12!/2/3. $1.25 


3312—Girls' White Side 2 Buckle 
Side Strap, 10/8 Leather Heel. 
Cempro Construction. Sizes 
32/8 $1.40 
3313—Misses' Sizes 12!/>/3. 8/8 
Leather Heel ..... $1.17), 
3313!/,—Child's Sizes Ha/'2. 5/8 
Leather Heel 


203!1—Girls' White Side Oxford, 

a V d ter Perforations, 

Maybe it's been a long time since you went to School, V/s pl ig "Sania 
Welt, Widths B, C. 3/9.. $1.50 


1401—Girls’ White Elk Oxford, 

plenty of it if you put E-J's girls’ white oxfords in your Vamp and Quarter Cut-outs, 

7 F Square Nickel Eyelets, 10/8 

windows and stand outside when the kids go by. Leather Heel, Cempro Construc- 
tion, Unlined. 2!/2/9 $1.17! 


"Snazzy" and "swishy" are just a few of their pet names for  1592—Girls' White Side Oxford, 


‘2 B Mud Guard, Eyelet Tri 
good-looking shoes, and you can see for yourself that these and Kiltie Stoteies 7 Ie Testes 


shoes have style. They're well made, too, of smooth white elk We Soeever event Soe 
1503-—Misses’ Sizes 12!/2/3. 8/8 

Leather Heel $l. 
all IN STOCK for fast delivery to your store. 1501—Girls' Sizes 31/9/9. All Over 
White as 1502 ........... $1.50 
Order a showing of girls’ white oxfords right away. They're  1504—Misses' Sizes 12!/2/3. $1.35 
sac P ‘ P n «  1402—Girls' Fringed White. Elk 
already selling in volume. You'll think they're pretty "snazzy" = Front Strap, 10/8 Leather Heel, 


: c ion. Si YW /9, 
yourself when you see how they keep your register ringing. any Senet eri 








so you wouldn't know all the latest slang. But you'll hear 


or side, airily perforated for cool, Summer walking. And they're 





ENDICOTT, N. Y. ST. LOUIS, MO. NEW YORK CITY 
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LET THESE SMART BALL-BAND 


4 rls 


FO TEP UP YOUR 


SUMMER PROFITS — 


SIZE-UP 
NOW 


This is the Summerette selling 
season. Display and promote 
them now. And to insure get- 
ting every sale possible check 
your stock and keep it sized up. 
We are prepared to fill your 





orders promptly. 


MISHAWAKA RUBBER 
& WOOLEN MFG. CO. 


Mishawaka, Indiana 
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A NEW LINE 
(©) Se) LO) am >) | 


# 


TO RETAIL AT 


Seagate salesmen are now on the road. Be sure to see 

these fast-selling styles of quality workmanship before 
making your Fall plans. Wire or write Geo. E. Keith Com- 
pany, Campello, Brockton, Massachusetts. f 


Other Walk-Over Women’s Shoes to retail from $7.50 up. 
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STRENGTH 
SECURITY 


ECONOMY 


UNISHANK 


BREASTLOCK 
HEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
cdn be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements ir shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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4 SAFEGUAKD 
AGAINST FLAT FEET / 





1. Hard wedge piece prevents collapse of bone structure. 
2. Sponge rubber prevents uncomfortable pressure. 3. Hygeen 
Insole prevents excessive perspiration odor. 














Taat Means More, f 
fe 
Business ror You! / 


Sport Shoes with 





POSTURE FOUNDATION 

—the patented health feature 

in many Goodrich Sport Shoes 

—gives you a valuable advan- 

tage over your competition. 

More and more, people are 
demanding this added foot-protection 
which actually safeguards against flat 
feet. Be sure you’re equipped to take full 
advantage of the extra-profit business in 
Goodrich Sport Shoes with Posture 
Foundation this Spring! 


Posture Foundation is offered in Oxfords, 
Play Shoes and High-Cut Athletic Shoes. 


POSTURE FOUNDATION” 


REGISTERED TRADE MARK AND MADE UNDER US PATENT 1,938,127 AND OTnens 





GOODRICH FOOTWEAR, WATERTOWN, MASS. 
Branches at: Atlanta, Baltimore, Boston, Chicago, Cincinnati, Cleveland, Dallas, Denver, Detroit, Kansas 
City, Los Angeles, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, Providence, St. Louis, 

Salt Lake City, San Francisco, Seattle, Syracuse 
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In Stock 


THE LELAND, S-774; genuine white buckskin with brown calf trim; also with black calf, S-793. 


LET THE CHIPS FALL WHERE THEY MAY! 


Florsheim has been an active participant in the ebb and flow of business 
for nearly half a century. . . in all that time we have never seen a period 
in which we considered it wise to woo the public temporarily at the 
expense of the future. For this reason we have consistently maintained 
quality . . . and will continue to do so; in fact, we have consistently 
improved quality . . . and will continue to do so. Florsheim representa- 
tives are now showing the handsomest line of Fall shoes we. have ever 
made .. . handsome not alone for materials and workmanship, but 


for style as well... one of them will gladly call upon you at your request. 


TO RETAIL AT *Q*° a few styles higher 


| Mirshitin SHOES FOR MEN 


THE FLORSHEIM SHOE COMPANY e Manufacturers e CHICAGO 





